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INSURANCE WITH 
IMAGINATION 


To meet every juvenile sales need, our complete kit of endowment 
and limited payment life policies includes two series of plans. One 
provides level death benefits (except at age 0) and the second 
provides return premium benefits. Waiver of premium can be issued 
on all forms for both death and disability of adult applicant. But 
most important are the added plus values you get with Union Mutual 
Juvenile Plans... for example . 


On most of our juvenile policies, the waiver of 
premium benefit waives all premiums falling due 
after death or disability of the adult applicant. 


Union Mutual issues juvenile plans up to 
$150,000 face amount where state laws permit. 


Also, our juvenile plans can be written non-medically 
up to $10,000 face amount. 


And last but by no means least, Union Mutual has a sales- 
provoking new Juvenile Estate Plan providing $1,000 
of insurance to age 21 and $5,000 thereafter for each unit. 


The premiums remain level throughout the life of the 
policy and cease at age 65. 


Today it’s imagination PLUS that makes the difference! 


UNION MUTUAL 


LIFE INSURANCE COMPANY * Home Office 
Portland, Maine * Rolland E. Irish, President 
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“It’s like having 
the Liberty Bell 


in our living room.” 







You can’t have the Liberty Bell in your living room 
—but you can bring into your home the freedom, 
security and independence for which it stands. 










“ah Perhaps you don’t realize that personal freedom from worry . . . security without 
. dependence on family or government . . . financial independence of your own 
making . . . all may be yours through life insurance. 

You can prove it easily by sitting down and talking with a Penn Mutual 
underwriter. Chances are you'll be surprised at the variety and flexibility of 
Penn Mutual policies. 

Our mortgage protection policy is one example. Should anything happen to 
you before your home is “‘clear’’, this low-cost policy pays off the mortgage. . . 
assures your family a comfortable, friendly place to live. 

The Penn Mutual underwriter will show you how to provide for your retire- 
ment . . . get maximum immediate protection at low cost . . . meet other problems 
affecting your financial independence. And he’ll work out a practical, within- 
your-means program to meet your specific needs. 

After you've talked to him, you'll understand what we mean when we say 
“back of your independence stands The Penn Mutual.” 


ee 


% 


j 
“eilinieeeeneniened <cteblannriceatitine { 





Your Independence — 
PENN MUTUAL 





THE PENN MUTUAL LIFE INSURANCE COMPANY + INDEPENDENCE SQUARE, PHILADELPHIA 
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Book Values Above 
Market Shouldn't 
Be Disregarded 


Julian Anthony, as ALC 
Financial Section Head, 
Mentions Changed Setup 


The present period of tightening 
money and stiffening interest rates has 
resulted in the market value of bonds 
being no longer as great as the values at 
which life companies carry these securi- 
ties on their books or in their statements, 
said Julian D. Anthony, president of 
Columbian National Life, in his remarks 
as chairman of the American Life Con- 
vention Financial Section at Chicago. 

“The whole theory of life insurance 
investment and the principle of amor- 
tized value is that market fluctuations 
due to change in interest rate level are 
not of great significance for us in our 
balance sheet accounting,” he said. “I 
subscribe to these theories wholeheart- 
edly and without reservations. However, 
at this time, I’d like to raise the question 
—whether we can disregard this market 
value deficiency brought about by new 
conditions. I believe we must consider 
this fact in making all of our decisions.” 


Four to 5% Below Book 


Mr. Anthony said that at the end of 
1951, for the 18 major companies used 
in the series of studies by the Life Insur- 
ance Assn. of America investment re- 
search staff (assets representing 77% of 





Chairman—Victor B. Gerard, treas- 
urer and manager bond department 
Commonwealth Life 

Vice-chairman—George T. Conklin, 
Jr. 2nd vice-president Guardian Life. 

Secretary—J. H. Windsor, financial 
vice-president of Equitable Life of 
Towa. 





the life insurance industry) the total 
market value of all bonds as reported 
in official schedules was 2% less than 
statement or amortized value. Since for 
municipals and many industrials and 
other securities that are direct place- 
ments, book value is used for market 
value, it is probable that the real market 
might have been 214% to 3% less than 
book, he said. Market value totals for 
this group of companies today are prob- 
ably 4% to 5% below book, with indi- 
vidual companies above and below this 
average, Mr. Anthony said. 

Having for nearly two decades become 
accustomed to sagging interest rates, in- 
creased market values, refundings and 


Profits, life company investment men - J 


now have a different set of conditions 
and trends and “we’ve got to dust off 
some of the old principles that we’ve 
had on the shelf,” he said. 


Must Stick With Buys 


“To the extent that any of us have 
operated differently, we have now again 
become long-term investors when we 
uy a long-term bond,” he said. “We 
can no longer expect to make a turn in 
a security which we don’t particularly 
care for but which the market might 
appraise at a higher figure next month. 
viously underwriters have to bring 
out securities at more attractive prices. 
Although there have been instances 
(CONTINUED ON PAGE 21) 


R. H. Belknap Heads 
U. S. Life: Continues 


in Continental Post 


NEW YORK—Raymond H. Belknap, 
who was elected vice-president and a 
director of United States Life following 
the recent pur- 
chase of its con- 
trol by Continent- 
al Casualty, was 
elected president 
of U. S. Life 
Tuesday. He suc- 
ceeds Richard 
Rhodebeck, whose 
resignation was 
reported in. the 
Oct. 3 issue. 

In addition to 
Bt Pe as 
head of U. S. Life, Hi 
Mr. Belknap will BR. 4. Belknap 
continue as vice-president and a director 
of Continental Assurance. 

Mr. Belknap started in life insurance 
in 1926 with Occidental Life of Cali- 
fornia. After work in various home 
office departments, including actuarial 
and underwriting, he became an agent 
and later a general agent. He also 
founded a general insurance agency in 
Los Angeles which still operates under 
his brother’s direction. 

After seven years in the field, Mr. 
Belknap returned to the home office of 
Occidental, becoming, after successive 
promotions, director of agencies. In 1949 
he joined Continental Assurance as ex- 
ecutive assistant, the following year be- 
coming a vice-president and then a di- 
rector. He became a member of the 
executive committee last year. 

Mr. Belknap attended University of 
Southern California. He has spoken be- 
fore insurance audiences in the west and 
middle west. He served for two years 
as chairman of the L.I.A.M.A. A. & H. 
committee. 


Selling at Military Posts 
Gets High Level Attention 


WASHINGTON — Commissioner 
Murphy of South Carolina, N.A.I.C. 
vice-president, conferred with Insurance 
Director Kane at the Defense Depart- 
ment regarding regulations governing 
sale of life insurance to military per- 
sonnel at army posts, air fields, naval 
stations. Mr. Kane has no authority with 
respect to life insurance, but his offices 
are being utilized in an effort to iron 
out difficulties regarding this problem. 

It is understood that Mrs. Anna 
Rosenberg, assistant secretary of defense 
in charge of personnel matters, will 
write N.A.I.C. President Martin of 
Louisiana inviting his organization to 
send a committee to confer with depart- 
ment officials. 


Marsh Plans Estate Forum 


An estate planning forum will be 
sponsored at Washington Oct. 20 by 
. D. Marsh & Associates, an estate 
planning firm of that city. Mr. Marsh, 
who is general agent there for Lincoin 
National Life, is the new vice-president 
of National Assn. of Life Underwriters 
and chairman of that group’s managers’ 
conference. 

Speakers are William J. Casey, presi- 
dent of Business Reports; Milton Young 
of the New York law firm of Young, 
Kaplan & Edelstein, and Denis B. 
Maduro, New York City attorney. 


James Adams, Jr., oldest son of James 
Adams, regional supervisor of Amer- 
ican National at Birmingham, is at 
Warm Springs, Ga., taking treatments 
for polio with which he was stricken 
last August. 











Revenue Bureau 
Refuses to Endorse 
Hobart-Oates Rule 


WASHINGTON — Internal Revenue 
Chief Counsel Davis has announced non- 
acquiesence in the tax court’s decision in 
the Hobart & Oates case. 

It was not stated whether the bureau 
would appeal the decision, which per- 
mitted a life company to substitute the 
level payment plan of paying renewal 
commissions, rather than paying them as 
the premiums come in. 

Companies and agents had been hope- 
ful that the bureau would acquiesce in 
the court decision as it had held out the 
possibility for eventual income tax treat- 
ment of renewals that would avoid sub- 
jecting them to high-bracket tax rates 
during the early years following the re- 
cipient’s retirement. 


May Try for Upset 


The non-acquiescence decision, how- 
ever, in effect gives notice that the bu- 
reau may try to upset the Hobart & 
Oates ruling another time when it be- 
lieves that it has a stronger case. If an 
appeal is made, decision on it would set 
up a precedent to be followed. 

The case involved the former Hobart 
& Oates agency of Northwestern Mutual 
at Chicago. Before they retired in 1944, 
Messrs. Hobart & Oates elected to take 
their renewal commissions at the rate of 
$1,000 a month each for a period not to 
exceed 15 years, rather than accepting 
them as premiums paid over the usual 
nine-year period. The tax court held 
that since they were on a cash, rather 
than an accrual basis, they should not 
be taxed on their renewal income until 
it was actually received. 

The tax court decision was promul- 
gated June 20 and the bureau had three 
months from Sept. 5, the date the deci- 
sion was “entered,” to decide whether 
to appeal or accept the ruling. 





Prudential Plans 
Minneapolis Office 
for 6-State Area 


MINNEAPOLIS — Plans for estab- 
lishment of a north central home office 
in Minneapolis to serve a six-state area 
was announced by President Carrol M. 
Shanks of Prudential at a press con- 
ference here. It will be the sixth regional 
home office Prudential has announced 
and several more are predicted. 

The proposed site is a 33-acre plot 
adjacent to Brownie Place in Theodore 
Wirth Park off the western outskirts 
of the city. The building will cost more 
than $5 million. Prudential has made 
an offer to purchase the land. It is be- 
ing considered by the board of park 
commissioners. 

The office will serve as headquarters 
for operations of Minnesota, Wisconsin, 
Iowa, Nebraska, and North and South 
Dakota. It will be staffed by 1,300 em- 
ployes, more than 1,000 of whom will 
be recruited in the Minneapolis-St. Paul 
area, the remainder coming from the 
Newark home office. 





As a result of amendments to Home 
Life of New York’s retirement plans, 
299 active and retired employes who 
were members of the plans prior to 
1946 received increased benefits. 





“Sales Starters,” a New England Mu- 
tual Life entry in the publication con- 
test of International Council of Indus- 
trial Editors, received an award of merit. 


N. Y. Department 


Answers ClO Plea 
for 213 Injunction 


No Basis for Action or 
Inclusion of Superintend- 
ent, Affidavit Declares 


NEW YORK—Deputy Superintend- 
ent Harris of the New York depart- 
ment in an affidavit prepared for sub- 
mission to the New York supreme court 
in connection with the CIO suit for an 
injunction against enforcement of sec- 
tion 213 states that the plaintiffs are 
asking for an injunction when the de- 
partment actually has no matter before 
it for consideration. He pointed out that 
the company involved, John Hancock, 
had not asked the department to ap- 
prove anything and that the department 
had not taken part in the negotiations 
between the union and the company. 

The affidavit makes the point that 
neither the complaint nor the moving 
affidavits establish any facts indicating 
that the department has interefered with 
or participated in any such negotiations. 


Limited to Mere Inference 


“The claim of the plaintiffs is limited 
to the mere inference that the super- 
intendent ‘would . enjoin the de- 
fendant Hancock . . . and would sub- 
ject the defendant Hancock to the 
penalties of the insurance laws .. .’”, 
the affidavit states. “Similar conjectural 
language appears in the complaint. 

“As a matter of fact it does not necs- 
sarily follow that a company which in 
any single year exceeds its expense limit 
would be subjected to any one or more 
of the penalties referred to by the plain- 
tiffs. On the contrary, section 213, sub- 
division 9, authorizes the superintendent 
to permit a company to exceed the ex- 
pense limit for a period of two consecu- 
tive years upon application by such com- 
pany, and from time to time such ap- 
plications have been made to the super- 
intendent and been approved by him.” 

The affidavit goes on to say that “it 
does seem rather incongruous for the 
plaintiffs to bring an action based upon 
a hypothetical, conjectural, prospective 
interference by the superintendent of in- 
surance when its principal factual griev- 
ance against him seems to be that he 
steadfastly refuses to interject himself 
into the collective bargaining negotia- 
tions of which plaintiffs informed him by 
letter dated May 2, 1952. 


Declined to Be a Party 


“The request for information contain- 
ed in that letter might have been the 
subject of some informal answer by the 
department, but when under date of May 
26, 1952, counsel for the plaintiffs fol- 
lowed with a long, extensive letter seek- 
ing an opinion upon other phases of 
their negotiations with the insurance 
company, the superintendent properly 
declined to become a party to such nego- 
tiations, directly or indirectly.” 

Mr. Harris, in his affidavit, contends 
that it is obvious that the superintendent 
has: in this manner adhered to a proper 
policy of not interfering in any way with 
management decisions, including such 
discussions as are referred to in the 
complaint, until called upon the statute 
to make an adminstrative determination. 

“Moreover, by this application for a 

(CONTINUED ON PAGE 20) 
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IF SUIT FAILS 
CIO May Seek Law 
Exempting Settled 
Contracts from 213 





NEW YORK-—In its effort to knock 


out the expense limitation provisions 0 


the New York Insurance law, the CIO 
Insurance & Allied Workers Organiz- 
ing Committee is not relying entirely on 
its recently filed suit against the New 
York department to have sections 213 


and 213A declared unconstitutional. 


The union is also considering the in- 
troduction of a bill to amend the law 
so as to exempt from the expense limi- 


tation section any rates of compensation 


arrived at through collective bargaining 


with a certified bargaining agent. 
Statement by Counsel 


In a recent speech, Irving Abram- 


son, T[AWOC general counsel, indicated 
that this would be done through the 
New York State CIO Council. 

“This is one example of why the CIO 
believes in its political action commit- 
tee,” he said. “It has learned in the 
past that in order to achieve real pro- 
tection for its people it must be politi- 
cally aware as well as economically 
strong.” 


LIAMA Introduces 
New Study Course 


A new study course for agency man- 
agers has been introduced by L.I.A.M.A. 
after two years of field testing in a num- 
ber of member companies. 

The most comprehensive work in 
L.I.A.M.A.’s_ history, the course in- 
corporates all of the organization’s man- 
agement publications with a series of 
planning projects for building an agency. 
It is comprised of Managing An Agency, 
the association’s text on agencv man- 
agement nrinciples and methods: the 
Agencv Management Manual. a loose- 
leaf binder containing 21 supplementary 
publications and research tools, and the 
Proiect Work Book which enables the 
manager to translate the text materials 
into a practical program for his agency. 


Major Areas Covered 


Major areas covered in detail are: 
management nlanning, recruiting, selec- 
tion, presenting the career, financing, 
training, building persistent business, su- 
pervision, morale and motivation, sales 
promotion, public relations and business 
management. After reading the chapter 
in Managing An Agency devoted to one 
of the major areas, the manager studies 
the accompanving reference books and 
reviews questions relating to them as 
preparation for the planning projects. 
The Project Work Book is a series of 
work programs by which he builds a 
standard operating procedure for each 
part of his job. 

New management booklets will be 
added to the Avency Manacement Man- 
ual section as they are published. More 
than 150 member companies already 
have ordered the course. 





Gordon Shoaf New Arizona 
Deputy Commissioner 


Gordon Shoaf has been appointed rate 
supervisor and deputy insurance com- 
missioner of Arizona. He takes the 
place left vacant by the resignation of 
H. L. Nason, who has become execu- 
tive secretary of Arizona Assn. of In- 
surance Agents. 

Mr. Shoaf graduated at Otcidental 
College at Los Angeles, and for 12 
vears was with Pacific Board. In 1938 


he went with Alexander & Alexander of 
Los Angeles. Mr. Shoaf’s appointment 
was favored by Arizona Assn. of Insur- 
ance Agents and by the leading inde- 
pendent agents, both stock and mutual. 






Combination Company Section Leaders _ 


v4 





Orville E. Beal, left, vice-president of Prudential, retiring chairman of the Combina- 
tion Companies Section of the American Life Convention, and W. J. Hamrick, agency 
vice-president of Gulf Life, the new section chairman, during the A.L.C. meeting in 
Chicago. 








The formal dance for employes, spon- York City, was attended by over 200 
sored by Guardian Life in the Grand couples. Music was provided by a prom- 
ballroom of the Biltmore hotel, New inent orchestra. 


<The 
COMMONWEALTH 


GommenTlary 


Cooperative Competition 


Fall is the season of life insurance Trade 
Association meetings. Each year they dem- 
onstrate, within the framework of a highly 
competitive business, the cooperative efforts 
of the life companies to find new and better 
ways of serving the insuring public. Out of 
the ideas generated at these meetings come 


many of our most progressive steps. 


INSURANCE IN FORCE, October 1, 1952 — $588,114,001 


\ COMMONWEALTH 
a] Life Iusurance Company 


HOME OFFICE © COUISVILLE, KY. 


The Doorway to Security 


— —— a 

















AGENTS COORDINATED 
Hancock Begins 
Broad Newspaper 
“Ad” Campaign 


The first large-scale newspaper adver. 
tising campaign ever sponsored by John 
Hancock Mutual Life is now being test. 
ed in eight cities. A series of eight 
1575-line advertisements is appearing in 
papers in Sioux City, Ia.; Springfield, 
Mass.; Utica, N. Y.; Cleveland, 0,; 
Allentown, Pa.; Erie, Pa.; Wilkes-Barre, 
Pa., and Seattle. 

Photographs illustrate the fact re. 
vealed in a recent study by the Univer. 
sity of Michigan that 70% of the families 
that own life insurance have less than 
enough to provide the equivalent of a 
year and a half’s income. 

Sales efforts of agents in the test ter- 
ritories are tied in by means of teaser 
postcards to be mailed in advance of the 
appearance of the advertisement; re. 
duced reproductions of the advertise- 
ments, for mailing and other distriby- 
tion, and a booklet containing a unique 
device by which the prospect for life 
insurance can figure the amount of his 
family’s protection. 

The company also plans to continue 
its “know America better” magazine 
campaign through 1953. 


Plan Workshop 
for Policyholders 


What is said to be the first life insur- 
ance policyholder relations workshop 
will be conducted by Life Insurance Ad- 
vertisers Assn. Nov. 10-14 at Rye, N. Y. 
It will be directed by a panel of prom- 
inent life insurance advertising and pub- 
lic relations men headed by C. Russell 
Noyes, advertising manager of Phoenix 
Mutual. 

Committee members are H. G. 

Kenagy, vice-president, Mutual Bene- 
fit Life; Carl V. Cefola, director of pub- 
licity, Mutual Life of New York; Bur- 
ton B. Brown, assistant to the president, 
Home Life; Donald F. Barnes, director 
of promotion and advertising division, 
Institute of Life Insurance; and William 
L. Camp, III, supervisor of publications, 
Connecticut Mutual Life. 
_ William C. Heimburg, sales promo- 
tion division, New York Life, and Rus- 
sell L. Blanchard, sales promotion man- 
ager, Paul Revere Life, are handling 
arrangements. 

Additional faculty members _ include 
Clifford B. Reeves, vice-president Mu- 
tual Life of New York; Kermit Rolland, 
New York Life public relations staff; 
Theodore Maltbie, attorney Connecti- 
cut Mutual; A. H. Thiemann, assistant 
vice-president New York Life; James 
M. Fyfe, manager, visual aids and edi- 
torial bureans Metropolitan Life; Nor- 
man Stabler, financial columnist, New 
York Herald Tribune and John Shaw, 
assistant vice-president, American Tele- 
phone & Telegraph Co. Others will be 

announced soon. 

Major purpose of the workshop will 
be to define the policyholder groups to 
be served: discover the problems in rela- 
tions to these groups: develop a sound 
approach to the problems and develop 
the needed techniques. The curriculum 
will include discussions on policyholder 
surveys, improving company correspond- 
ence, analvzing and handling policy- 
holder complaints, developing better pol- 
icyholder forms, producing policvholder 
reports, improving policyholder relations 
through field and home office contacts. 
_ Enrollment will be limited to 25 par- 
ticipants. 


Elect Bunte at Atlanta 


Louis F. Bunte, Northwestern Mutual 
Life, has been elected president of Life 
Insurance & Trust Council of Atlanta. 
Wallace M. Montgomery is vice-presi- 
dent, Paul Burt, secretary, and Julian 
Haliburton, treasurer. 
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Best Informed Agent 
Does Best Sales Job, 
LAMA Study Shows 


Survey Is Based on LUT 
Course Students’ Answers 
on Information Index 


HARTFORD—For the first time ob- 
jective evidence has been compiled indi- 
cating that the better informed agent is 
the better agent in terms of sales per- 
formance. This evidence is given in the 
LIA.M.A. research report, “Insurance 
Knowledge” which is based on the In- 
formation Indexes completed by 504 or- 
dinary agents taking Life Underwriter 
Training Council courses. 


Although the preliminary findings are 
inconclusive, L.I.A.M.A. believes further 
study may uncover significant differences 
between the production of high and low 
scorers on the test of life insurance 


knowledge. 





Sell Larger Average Cases 


Agents who know more about their 
product tend to sell a larger average size 
policy and more of them report qualify- 
ing for the national quality award. 
L.I.A.M.A. believes that study of a more 
representative group than L.U.T.C. stu- 
dents (all agents in a company, for ex- 
ample) will point up further differences 
in measurable performance between the 
well-informed and uninformed agent. 

High scorers on the Information In- 
dex are younger agents, those with the 
most formal education and those with a 








moderate amount of experience. “One 
might expect,” the report states, “that 
the longer a man sells life insurance, the 
greater is his knowledge of it. However, 
for this group of agents, the experience 
group with the lowest average score on 
the index is the group which had been 
in the business more than 5% years.” 


Training Courses Help 


Training courses do have an effect on 
Information Index score, much as ex- 
pected. Among the agents who reported 
company training, those who reported 
intermediate training obtained higher 
scores than those who had only com- 
pleted the basic courses. There is no 
apparent difference between intermediate 
and advanced training, but those few 
who have had one or more parts of 
C.L.U. obtained the highest scores. , 
“Insurance Knowledge” also contains 
a section which compares Information 
Index results with Sales Method Index 
results for a group of 493 agents. Its 
findings were reported by S. Rains Wal- 
lace, Jr, L.IL.A.M.A. research director, 
at L.I.A.M.A.’s third graduate seminar 
last summer, 

_ By taking a “low” group of Informa- 
tion Index scorers and an “upper” group 
and comparing their prospecting and 
sales procedures as reported in the Sales 
Method Index, L.I.A.M.A. found that 
the better informed agents are more 
efficient in selling. 


LARGER SALES 








They make larger sales, and sell more 
often to people who have more previous 
msurance and more dependents. They 
sell fewer cases to buyers under age 25. 
They sell twice as often on a program 
asis and use settlement options much 
more often. They make fewer sales in 
the evening, sell much more often in the 
client’s office and spend more time in 
the delivery interview. They more often 
select as prospects their own policyown- 





ers, referred leads and leads obtained 
through the agency. 

The L.I.A.M.A. findings disprove the 
theory that better trained agents tend to 
desert important segments of the popu- 
lation in their search for “superior” pros- 
pects. In fact, the market of the better 
informed agents is characterized as much 
by greater need for life insurance as it 
is by greater income. Although the 
“upper” Information Index scorers sell 
a higher proportion of clients with in- 
comes above $6,000 than the “low” 


scorers, both groups make the largest 
proportion of their sales to people in the 























$2,000-$4,000 a year income range. The 
difference in clients’ income for the two 
groups is thus one of degree rather than 
kind. That is, both groups are active in 
markets of considerable income range, 
but the upper group dues not concentrate 
quite so heavily on the lower income 
prospect. 


No Overspecialization 


The report concludes: “There is little, 
if any evidence to suggest that training 
to a relatively high level of skill and 
knowledge will lead to overspecialization 


in the marketing of life insurance. More 
probably, the effect of such training is 
to enable the agent to render a uni- 
formly high grade of service to the client 
whose financial problems are complex 
as well as to the smaller buyer.” 

L.I.A.M.A. suggests. to its member 
companies that the Information Index 
may be useful in its training and su- 
pervision programs. The test may be 
helpful in the selection and evaluation 
of managers, in making comparisons be- 
tween agencies and in evaluating com- 
pany training programs. 
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Moorhead Joins 
New England 
Mutual Life 


New England Mutual Life has ap- 
pointed E. J. Moorhead associate actu- 
ary, effective Nov. 

i. gests Hees | 

He joined United 
States Life as ex- 
ecutive vice - presi- 
dent in 1948 and 
held that position 
until recently. 

Mr. Moorhead is 
a native of Canada 
and received his 
early _ schooling 
there. He received 
a degree from the 
University of 
Liverpool, Eng., in 
1929, and imme- 
diately joined the actuarial department of 
Great-West Life at Winnipeg, becoming 
assistant actuary in 1938. 

In 1945 he joined the staff of the 
L.I.A.M.A. and was appointed actuary 





E. J. Moorhead 


in 1946. In the course of his duties with 
the L.I.A.M.A., Mr Moorhead visited 
the agency departments of member com- 
panies, instructed in the schools in 
agency management, and wrote sev- 
eral publications on agency management 
subjects 

A fellow of the Society of Actuaries, 
Mr. Moorhead has served on the edu- 
cation and examination committees of 
Life Office Management Assn. and is 
now in his second year as chairman of 
the committee on agents’ compensation 
of the L.I.A.M.A. 





Lloyd on Television for 
Cincinnati B-I-E Day 


CINCINNATI—John A. Lloyd, vice- 
president of Union Central and former 
Ohio insurance superintendent, will take 
part in a television panel over WLWT 
here Oct. 22, which will open the an- 
nual Business-Industry-Education Day. 
Mr. Lloyd is president of Cincinnati 
Chamber of Commerce, which sponsors 
the event. It is expected that 1,700 pub- 
lic and parochial high school teachers 
and administrators will be guests of 
the 83 business firms and organizations 
participating. 
















New and Old ALC Agency Section Chiets 










































































































































































° © 
Perry T. Carter, left, vice-president of Travelers, incoming chairman of the Agency 
Section of American Life Convention, photographed with his predecessor, W. R, 
Jenkins, 1st vice-president of Northwestern National, at the A.L.C. meeting in Chicago, 
. ; treasurer. The new executive commit- 
Little New S. F. President tee consists of Louis Hirschorn, United; 
Robert A. Little, general agent at Sam T. Breyer, General Accident, and 
San Francisco of Paul Revere Life and Mr. Lyttle. 
Massachusetts Protective, is the new 
. of = oe = Ps > = 
nderwriters Assn. He succeeds Moody vee a 2 
Lyttle, Security Life & Accident, Oak- Adopt Minimum Risk Policy 
land. fi F a Washington National Life has adopt- 
B A 5 | C T R A | N | N ¢ Other officers, installed at a joint eq a whole life preferred risk policy with 
meeting of the association and the $10,000 minimum amount. Premiums are 
F rancisco. A. H. Managers Assn., jower than the whole life select risk pol- 
are: William A. Miller, Massachusetts icy, which has been replaced with a new 
Bonding, vice-president; Elizabeth life paid up at 85 select risk plan is- 
Gregersen, Ocean Accident, secretary- sued in amounts of $2,500 and over. 
is as much a part of each 
field associate's introduc- 
tion to career life under- 
writing as is the rate book. 
Granted an Award of Excel- 
lence by the Life Advertisers 
Association, the Company's 
Basic Training Course informs and N C “fb 
instructs the newly inducted asso- r. 
ciate, leading him into immediate Bp sav - 
and profitable production. It wai LAS ‘\ M Ls Ri C \ N 
ba be solid — y HL UA Wage ane wane a = wer 
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Strong Card 
for Eastern Agency 
Heads at Hershey 


Pennsylvania Assn. of Life Under- 
writers is again sponsoring the Eastern 
General Agents & Managers Conference 
at Hershey Oct. 29-30. — ; 

Theme for the meeting Oct. 29 is 
“Markets for Men.” This opens with 
a luncheon. Speakers are Dr. Claude L. 
Benner, president of Continental Ameri- 
can Life, on “Current Trends in the 
Market for Life Insurance”; Salvatore 
Scrudato, manager of Metropolitan Life 
at Jersey City, on “The Skilled Me- 
chanic Market”; Donald C. Blackwood, 
general agent of National Life at Pitts- 
‘purgh, on “The Family Market (Pro- 
‘gramming),” and Ralph G. Engelsman, 
sales promotion consultant of Penn Mu- 
tual Life, New York, on “The Business 
Insurance Market.” 


Discuss “Men for Markets” 


The Oct. 30 theme is “Men for Mar- 
kets.” Donald B. Woodward, vice-pres- 
ident for research Mutual Life, is the 
opening speaker. A panel discussion is 
slated with C. Brainerd Metheny, Fidel- 
ity Mutual, Pittsburgh, as moderator. 
The panelists who will discuss the meth- 
ods they use to recruit and select agents 
are: Harold E. Boogar, Prudential, Phil- 
adelphia, “Selection of Agents as It Has 
Specifically Affected My Agency”; 
Thomas A. Dent, Bankers Life of Ne- 
praska, Philadelphia, “The Average Age, 
Social and Economic Status of the Men 
That I Take Into My Agency”; Ken- 
neth W. Conrey, Penn Mutual, Pitts- 
burgh, “Agents From Policyholders,” 
and V. A. Clayton, American United 
Life, Pittsburgh, “I Secure My Agents 
Through Newspaper Advertising.” 


Jackson, Anderson to Speak 


Lawrence W. Jackson, associate direc- 
tor of field service of N.A.L.U., will 
speak on “Membership Pays Off.” The 
final speaker is Kenneth L. Anderson, 
senior consultant of L.I.A.M.A., on 
“Life Insurance as a Career.” 

Co-chairmen for the conference are 
Calvin J. Frey, Mutual Life, Erie, Pa., 
and Edward L. Reiley, Mutual Benefit 
Life, Philadelphia. 

Pennsylvania A.L.U. executive com- 
mittee will meet the afternoon of Oct. 
30, the directors will meet the next 
morning, and the delegate body that 
afternoon. 

B. Carl Wharton is the president and 
will preside. 


Planning Under Way 
for LIAMA Rally 


Preceding the general sessions of 
L.I.A.M.A.’s annual meeting Nov. 17-20 
at Chicago there will be three forums 
on compensation, “What’s Hot in Wash- 
ington” and new member company pro- 
grams. 

The compensation forum will discuss 
recent developments in both agent and 
managerial compensation, including Sec- 
tion 213. 

“What’s Hot in Washington” will 
present talks by Robert L. Hogg, exec- 
utive vice-president and general counsel 
of American Life Convention, and Eu- 
gene M. Thoré, general counsel of Life 
Insurance Assn. of America. 

The third forum will be presided over 
by H. P. Anderson, vice-president Life 
of Virginia, and Edwin A. Phillips, vice- 
President and superintendent of agen- 
cies Standard of Oregon. 

Meetings of committees are scheduled 
all day Monday and Tuesday morning. 

he meeting opens officially Tuesday 
noon with a fellowship luncheon honor- 
ing Dr. S. S. Huebner, president emeri- 
tus of American College of Life Un- 
derwriters, on his retirement and in 
recognition of the 25th anniversary of 
the college. 

Harry S. McConachie, vice-president 
and superintendent. of agents. of Ameri- 








can Mutual, L.I.A.M.A. president, will 
preside at the luncheon and the first 
general session Tuesday afternoon. His 
presidential address will be followed by 
the report of Charles J. Zimmerman, 
managing director of L.I.A.M.A. 

A panel on public relations and adver- 
tising will conclude the Tuesday ses- 
sion. Chairman will be David W. Tib- 
bott, director of advertising of New 
England Mutual, president of Life In- 
surance Advertisers Assn. Participants 
will include Morgan S. Crockford, sec- 
retary Excelsior Life; Edwin P. Leader, 
advertising manager Bankers Life of 


Iowa; Charles C. Robinson, vice-presi- 
dent and manager of agencies Colum- 
bian National; A. H. Thiemann, as- 
sistant vice-president of New York Life. 

Other events Tuesday include a recep- 
tion for L.I.A.M.A. members and 
guests, and the annual combination com- 
panies dinner, at which W. J. Williams, 
vice-president of Western & Southern, 
will preside. 


A. M. Anderson of Pacific Mutual 
Life at Ventura, Cal., discussed “Objec- 
tions to Programming,” at the October 
meeting of the Los Angeles managers. 


Cavanaugh New Treasurer 
of American Service Bureau 


L. D. Cavanaugh, president of Fed- 
eral Life of Illinois, has been elected 
treasurer and a director of American 
Service Bureau. 

He fills the position left vacant by the 
death of Isaac Miller Hamilton, who 
was chairman of Federal Life. 





Pyramid Life of Kansas has been li- 
censed in Oregon. 
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“Had a hard day 
with the 


66 


. - . but I was able to assure Fabius 
Tullus that he had nothing, absolutely nothing to 
fear in the future. Made him a very happy man, 
indeed.” Yes, until the following week when Fabius 
Tullus was sprinting around the arena with a 
couple of hungry lions in hot pursuit and gaining 
at every lap. Some predicting. 

Plain fact, as every life insurance agent knows, 
is that you can’t predict the future. The Union 
Central agent also knows that you can prepare for 
the future on the basis of what happens to most 
people and still take care of the exceptions. 

Certainly the best preparation is life insurance— 


THE UNION CENTRAL LIFE 


omens, dear... 


INSURANCE COMPANY 


c) 


















Union Central life insurance with its policies and 
combinations of policies to meet every life insur- 
ance need from birth to age 70. 

And the Union Central agent is also an up-to- 
date insurance man. The good policy of twenty 
years ago isn’t necessarily the best policy today. 
Times change. People’s needs change. An alert, 
cooperative Home Office keeps all Union Central 
agents fully informed, helps them with the proper 
sales tools to make Union Central Life Insurance 
serve clients best in terms of today’s 
needs—projected reasonably and 
logically into the future. 


CINCINNATI, OHIO 
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Health Commission Hears Proposals for 
Both Compulsory, Subsidized Programs 


WASHINGTON—Advocates of com- 
pulsory health insurance made _ their 
appearance, though they were few in 
number and for the most part took a 
back seat, at the discussions and panel 
sessions here of the President’s commis- 
sion on the health needs of the nation. 

At the forefront, however, were those 
favoring government subsidies for 
financing medical care. 

The commission, which has_ until 
Dec. 29 to file its recommendations with 
the President, was told that voluntary 
prepayment methods are capable of 
financing medical care by representatives 
of the insurance business, American 
Medical Assn. and voluntary insurance 
plans. 

Several witnesses took the opposite 
point of view. I. S. Falk, director of 
research and statistics for the social 
security administration, carried the com- 
pulsory plan banner. Helen Hall, di- 
rector of the New York City Henry 
street settlement, asserted that people 
build up a false sense of security from 


voluntary health insurance, believing 
they are covered “only to find there 
is ‘fine print’ in the policy when an 
illness occurs.” 

John H. Miller, vice-president and 
actuary of Monarch Life, stated that 
voluntary health insurance has enjoyed 
tremendous growth in recent years, add- 
ing the prediction that these gains will 
be equalled in the future. There is no 
interference in the doctor-patient rela- 
tionship under voluntary plans, he said. 

While describing extension of broader 
health coverages to more persons as 
meritorious, Blue Cross and Blue Shield 
representatives stated that if this were 
immediately brought about it would seri- 
ously strain the present limited medical 
facilities. 

Dr. George Baehr, president of Health 
Insurance Plan of Greater New York, 
and George W. Jacobson, general man- 
ager of Group Health Mutual, took the 
view that the broad variety of benefits 
required could not be provided under 
the insurance type of health plan. In 










L. E. HARRIS 
Rawlins, Wyoming 


Starting his life insurance ca- 
reer with The Ohio National 
in 1936, General Agent L. E. 
“Barney” Harris of Rawlins, 
Wyoming, has firmly estab- 
lished his reputation as one of 
our leading and most successful 
field underwriters. While 
“Barney” does not specialize in 
the sale of any particular policy 
plan, he has found a substan- 
tial market for the Modified 


Five contract. 


OHIO NATIONAL 


LIFE INSURANCE COMPANY 


Cincinnati, Ohio 


place of the insurance type of prepay- 
ment, they favored the group health 
plan which exercises control over the 
medical services being offered. They 
based their reasoning on the idea that 
in some cases doctors and hospitals 
consider insurance as improving the 
ability of the patient to pay, and adjust 
charges accordingly. 

Those favoring federal subsidies espe- 
cially wanted them for the medically 
indigent and the unemployed. There 
were suggestions that these persons be 
cared for by insurers and health plans, 
with the government reimbursing them 
on a cost-plus basis. 


One-Half in U. S. Covered 


Several witnesses agreed that private 
hospitalization covers a large part of 
the U. S. population. 

Edwin L. Crosby, M.D., joint com- 
mission on accreditation of hospitals, 
said that recent reports show that ap- 
proximately one-half of the U. S. popu- 
lation is covered by some form of pre- 
payment insurance for hospitalization. 

Dr. Michael M. Davis, chairman of 
the commission for the nation’ health, 
which has supported national compul- 
sory health insurance, outlined five 
broad policies to meet needs, plus 15 
specific proposals. He contended that 
“medical care for most of the American 
people should be financed primarily by 
the principle of insurance,” but tax 
funds from local and federal govern- 
ment should “supplement insurance for 
special purposes and for certain groups.” 

“Health insurance plans should be 
primarily on a non-profit basis,” said 
Dr. Davis, though he wouldn’t deny 
“commercial health insurance a place.” 
He said that “for most of the American 
people, health insurance should be re- 
quired by national law.” 

Dr. Davis’ “immediate” proposals in- 
cluded “assistance by national and state 
legislation, and by voluntary action, for 
health insurance plans offering compre- 
hensive services, especially when accom- 
panied by group medical practice.” 

He also recommended extension of 
OASI to include financing of short- 
term hospital care for its beneficiaries, 
national legislation to provide medical 
care of migratory labor and active 
health service policies on the part of 
organized labor. 

E. A. Steenwyk of Philadelphia’s Blue 





F. W. Du Bose 


A veteran of 30 years in the insurance business, Mr. Du Bose has been 
an Old Line Life General Agent since 1932. He is a charter member 
of the General Agents and Managers Conference of NALU; has been 
an officer of the Wisconsin Life Underwriters Association and a Director 
of the Milwaukee Association. 








@ Production Award record for last 17 years: 


First Place Awards.............. 9? 
Second Place Awards............ 5 
Third Place Awards.............. 3 


e@ Agency members are consistent N.Q.A. winners. 


Cross plan said those covered by prepaig 
plans could obtain lower rates but 
the fact that they have to “carry” 
of the cost of care of indigent persoq 
inadequately financed through Public 
assistance. Under existing conditj 
he said voluntary plans have maintaing 
the hospitals for the past decade. 
Nelson H. Cruikshank, AFL sogiy 
insurance specialist on leave to 
mutual security agency, spoke for , 
“nation-wide system of insurance” , 
“the only economical and fair solutig, 
to the problems of financing medicg 
care for all the American people.” 





Lucas, Arnold Are New 
Secretaries of ALC Sections 


Ray B. Lucas, vice-president and gen. 
eral counsel of Kansas City Life, is the 
new secretary of the legal section of | 


R. B. Lucas 


Cc. W. Arnold 


American Life Convention, and Charles 
W. Arnold, vice-president and superin- 
tendent of agencies of that company, is 
the agency section secretary. 

Messrs. Lucas and Arnold were elect: 
ed at the A.L.C. annual meeting at Chi: 
cago. 





Chamber Social Law Clinic Meets 


WASHINGT ON—Indications of 1953 
legislative action on cash sickness pro- 
posals were gone over at a meeting of 


the U.S. Chamber of Commerce social | 


legislation committee. 

Other matters taken up with a view 
to possible chamber action were pri- 
ority projects for 1953, the President's 
commission on health needs of the na- 
tion, and OASI problems. 





DU BOSE AGENCY 
Milwaukee, Wisconsin 


INSURANCE COMPANY OF AMERICA 
HOME OFFICE: MILWAUKEE 








NEW 
approacl 
ing emf 
a trend 
agents a 
the banl 

Used 
come Pp! 
tax rate 
after pr 
modest 


reported 
insuranc 
Divisior 
There 
on use « 
insuran¢ 
sales ap 
one tod 
mately 
crushins 
appeals 
bargain- 
ent tax 
level of 
not onl; 
but the 
prospec 


to poin 
he bous 


Ten-Pa 


The | 
the fir 
policy. 
increasi 
the inc 
sufficier 
At the 
total lo 
of the 
the inst 
loan int 

Obje 
its att 
low rat 
anteed 
much t 
kept at 
insured 
high in 
revenue 
duction 
to buy 
sort. 
Attitud 

Critic 
rates tl 
are pal 
sibility 
continu 
throug! 
plans, « 
ing off 
emptio: 
policies 
_ Anot 
is a str 
a bigge 
he can 
Prosper 

of 
$100,00 





tions 


and gen. 
ife, is the 


ection of | 





\rnold 


; Meets 
s of 1953 
ess pro- 
eting of 
se social | 


| a view 
ere pri- 
esident’s 
the na- 











October 17, 1952 


LIFE INSURANCE EDITION 


eee Settee eeees oeroereneenemagreaanatsheebanmnd 


7 








Increased Sales on 
Bank-Loan Approach 
Alarm Foes of Plan 


Prospecting Not Confined 
to Big Earners: Some Pro- 
posals as Low as $10,000 


NEW YORK—Use of the bank-loan 
approach in selling life insurance is be- 
ing employed to a considerable extent, 
a trend that is disturbing to general 
agents and producers who disagree with 
the bank-loan idea. 

Used at first only with the high-in- 
come prospects, the increase in income 
tax rates has resulted in agents going 
after prospects with considerably more 


modest incomes. Proposals have been 
reported on as little as $10,000 of life 
insurance. 

Division of Opinion 

There is a sharp division of opinion 
on use of the bank-loan plan among life 
insurance men. The plan has a potent 
sales appeal because there is hardly any- 
one today who isn’t interested in legiti- 
mately avoiding the impact of today’s 
crushing tax rates. The bank-loan plan 
appeals to the prospect as a tremendous 
bargain—assuming continuance of pres- 
ent tax and interest rates and his present 
level of income. Proponents of the plan 
not only have a sales tool of much power 
but the feeling that they are giving the 
prospect a lot for his money. 

Opponents of the bank-loan plans, 
however believe that it is predicated on 
so many changeable factors that the 
buyer runs a big risk of being faced 
with a cost so high that he will have to 
drop the policy and hence feel soured 
on the life insurance business, no mat- 
ter how careful the agent may have been 
to point out these risks to him before 
he bought. 


Ten-Payment Plan 


The typical plan calls for payment of 
the first premium on a_ 10-payment 
policy. After the first year the cash value 
increases so rapidly that, with dividends, 
the increase in loan value each year is 
sufficient to take care of the premium. 
At the end of 10 years there would be a 
total loan in the neighborhood of 40% 
of the face amount and from then on 
the insured would only have to pay the 
loan interest. 

" Objectors to the plan point out that 
its attractiveness depends on present 
low rates of bank interest, for the guar- 
anteed loan rate of the policy would be 
much too high; on dividend rates being 
kept at least at present levels; on the 
insured’s continuing in a reasonably 
high income bracket; and on the internal 
revenue code continuing to permit de- 
duction of interest paid on loans made 
” nr policies in transactions of this 
rt. 


Attitude of Revenue Bureau 


Critics point to the rise in interest 
rates that is already taking place. They 
are particularly dubious about the pos- 
sibility that the revenue code will long 
continue to permit taxes to be by-passed 
through devices such as the bank-loan 
Plans, especially in the light of the clos- 
ing off, some years ago, of the tax ex- 
emption on loans to buy single premium 
policies. 

, Another objection offered is that there 
Is a strong temptation for a man to buy 
a bigger program of life insurance than 
he can really shoulder. For example, a 
Prospect who should be buying say $30,- 
000 of life insurance is tempted to take 
$100,000, partly because it is a bargain 


under the bank-loan plan and partly be- 
cause he knows that he is going to 
have only about 60% of the face amount 
left at the end of 10 years. The criticism 
is also made that in the event the policy- 
holder is out of a job for any length of 
time or takes a position in a considerably 
lower income bracket, he has no cash 
value built up in his policy that he can 
draw on to keep the program afloat. He 
is, in effect, making term insurance out 
of his 10-payment policy by hypothecat- 
ing the reserve. 


United States Life has been licensed 
in Kansas and Pennsylvania. 


New Handbooks Ready for 
Illinois and Michigan 

New, up-to-date Underwriters Hand- 
books for Illinois and for Michigan have 
just been published by the National 
Underwriter Co. They provide complete 
and up-to-date information on agencies, 
companies, field men, general agents, 
solicitors, groups and other organiza- 
tion affiliated with insurance throughout 
each state. 

Premiums and losses by lines, within 
the state, for all fire and casualty com- 
panies and life insurance paid for and 


in force for life companies, are also pre- 
sented in special statistical sections. 
Copies of either may be obtained from 
the National Underwriter Co., 420 East 
Fourth street, Cincinnati 2, O., price 
$12 each. 


Set Los Angeles C.L.U. Meets 


The Los Angeles C.L.U. chapter will 





sponsor a sales congress Nov. 22. Speak- | 


er will be Ralph G. Engelsman, former 
general agent for Penn Mutual at New 
York City, who has returned to per- 
sonal production. The annual confer- 
ment meeting has been set for Nov. 6. 











HANS A. KAUFMANN 


After his war service, 
Hans Kaufmann returned 
to Louisiana State 
University where he 
received his degree in 
Electrical Engineering. 
But his earnings as an 
engineer with a 
construction company 
did not satisfy his 
ambitions, 

With no previous 
experience in the insurance 
business he associated 
himself with the friendly 
Franklin in Baton Rouge. 
1950 was his first year. 

Here is a record of his 
cash earnings: 

5 fc Sapemieakes ee mete! $ 6,030.30 
pL | Relea iene 10,831.93 
1952 (thru July).. 7,802.60 








CHAS, E. BECKER, PRESIDENT 


My dream of 5-figure 
earnings came true... 


August 25, 1952 


Mr. Chas. E. Becker, President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear President Becker: 

As a relative newcomer to the Franklin organization 
I have yet to reach the peak of my earning capacity ; 
however, what happened during the two and one-half 
years I have been associated with you has been truly 
amazing. If the proportionate increase in the past 
is any criterion of what is ahead, Franklin indeed 
provides a future unlimited. 

With no previous insurance experience, presenting 
our exclusive PPIP and JISP contracts has made it 
possible to eliminate the usual period of lean years 
a new man must face. The readiness: of the public 
to accept these outstanding plans has enabled me to 
earn commissions greater than even I had anticipated. 

During the second year, my earnings almost dou- 
bled those of the first year; and in the first seven 
months of this year you have already paid me 80% 
of last year’s income. I know this is not an unusual 
record at the friendly Franklin; but it would have 
taken many years of experience in my original field 
of electrical engineering to earn a like amount. Much 
credit is due our splendid Home Office staff who, 
while constantly looking after the welfare of the 
agent in the field, provide him with the most saleable 
insurance contracts in the industry. 

Thank you for making my college dream of a five- 
figure-salary come true years ahead of expectation. 


Cordially yours, 
Hans A. Kaufmann 


SPRINGFIELD, ILLINOI§$ 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in Ameriea 


Over a Billion Dollars of Insurance in Force 
$205,000,000 gain in insurance in force during 1951 
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Frank Hogan Is 
Elected President of 


Constitution of L. A. 


LOS ANGELES — Frank D. Hogan 
has been elected president of Constitu- 
tion Life of Los Angeles to succeed 
Ross Bohannon. 

Dale R. Stillwell becomes secretary- 
treasurer; John MacArthur, chairman, 
and Maytor McKinley and Raymond H. 
O'ssenbeck, members of the board. 

In addition to Mr. Bohannon, W. S. 
Snowden, executive vice - president; 
Ralph Braiden, vice-president; Jennison 
Heaton, vice-president and a director, 
and H. A. Reeve, secretary-treasurer 
and a director, are retiring. 

The change is the result of the pur- 
chase of control of the company by Mr. 
MacArthur, head of Bankers Life & 
Casualty of Chicago, from Mr. Bo- 
hannon and his Texas associates. 

Mr. Hogan has been with Constitution 
for a little more than a year. He started 
in the business in 1925 with Lincoln 
National Life at Fort Wayne, following 
graduation from the University of Iowa. 
Two years later he joined the Iowa in- 
surance department and was there until 
1939 when he went with the California 


department as a field actuary. 


Mr. Stillwell has been with Constitu- 


tion for 15 years. 


Linn Kidd Looms as Ind. 
Commissioner Possibility 


The possibility is being discussed that 
Linn S. Kidd, prominent local insurance 
agent of Brazil, may be appointed in- 
surance commissioner if his fellow 
townsman, Craig, is elected governor of 
Indiana. Craig is the Republican nomi- 
nee. Mr. Kidd is very active in his cam- 
paign. His father, John C. Kidd, was 
insurance commissioner back in 1931 
and 1932. 


Cheek Wants More Help 


RALEIGH, N. C. — Commissioner 
Cheek has asked the advisory budget 
commission to recommend appropria- 
tions sufficient to allow him to employ 
two new insurance violation investigators 
and two new agent examiners. He said 
the new men are needed because of the 
increase in volume of business handled 
by his department. 

He asked for an appropriation of 
$319,961 for the fiscal year 1953-54 
and $326,245 for 1954-55. This year the 
appropriation for the department is 
$249,483. 








————e 


Little Relation Between 
Policy Owning, New Buying 


That the ownership of group life in- less likely to lapse policies than thog 


surance may have little effect on pur- 
chases of other life insurance is shown 
in the Life Insurance Agency Manage- 
ment Assn.’s recently published research 
report, “Baton Rouge (a Study of Life- 
time Ownership of Group and Other 
Life Insurance).” 

An interview survey conducted in the 
Louisiana capital in 1949 is the basis 
for the report; questionnaires completed 
by 812 persons who were heads of white 
households representing various income 
groups were analyzed. Of those who 
owned some type of life insurance, 42% 
said they had at some time been covered 
under a group policy. 

In terms of total policies ever owned, 
those who had group are shown to have 
bought an average of 3.2 policies, while 
those without group had bought an av- 
erage of 2.8. However, group owners 
had bought an average of only two pol- 
icies aside from their group purchases. 


who have not completed college; peopk 
who rent homes or have mortgages ar 
more likely to lapse than those who ow, 
their own homes; those who make regu. 
lar savings are less likely to lapse thay 
those who do not. 

Of the people interviewed who owned 
insurance, 29% had not spoken with a 
life insurance agent in the year pre. 
ceding. Asked about other contacts 
with agents, 23% said that at some time 
they had had social security explained 
to them by an agent; 41% had asked an 
agent to sell them a policy; 33% said 
there was no competing agent on the 
scene the last time they bought life jp. 
surance, but 62% had not bought more 
than one policy from the same agent, 

More than a fifth of those who bought 
their last policy from an agent con. 
tacted him about buying insurance, In 
60% of the cases, they bought during 
the agent’s first call; 44% called the 


So, group ownership appears to depress agent a good friend; 43% said the most 
the buying power of other policies some- important reason they bought the policy 
what, although not as much as had been from that particular agent was that he 
believed by some insurance men. Fur- seemed to know what he was talking 
thermore, when the association included about, but only 37% said that if they 
in its figures persons interviewed who bought more life insurance they “would 


A 
SALUTE 
10 
C.L.U.'s 
INSURANCE 
BUILDERS 
EXTRAORDINARY 


During the quarter of a century that has elapsed 
since the organization of the American College 
of Life Underwriters, the insurance industry has 
made great progress. 


Much of this progress can be attributed to the 
influence exerted by C.L.U. graduates — insurance 
builders extraordinary. 


Bankers Life of Nebraska, now rounding out 65 years 
of service, extends a hearty salute to the College 
of Life Underwriters. 


May the influence of C.L.U. continue to spread in 
an ever-increasing measure. 


Bankers Life 
-* Of Nebraska 


A 








had never bought any kind of life in- 
surance, the average number of policies 
bought by those who had never owned 
group drops to 2.4. 


More Group in $3,000-$5,000 Class 


Group life insurance owners were 
found most frequently among people 
whose incomes were between $3,000 and 
$5,000, and least frequently among those 
with incomes below $3,000. ln the $3,000 
to $5,000 classification, the association 
found that the amount of money ex- 
pended for all insurance premiums by 
those who owned group was surpris- 
ingly similar to the amount spent by the 
non-group buyers. 

Buyers of group insurance own a 
somewhat higher total face amount of 
insurance, including the group, it may 
be inferred from this study and similar 
ones conducted by L.I.A.M.A. This 
does not seem to affect the amount of 
a policy subsequently purchased. 

In addition to questions about group 
insurance, the Baton Rouge citizens 
were asked about other phases of life 
insurance ownership. National Service 
life insurance was owned by 27%, while 
88% owned some other type of insur- 
ance than life, and 73% were covered 
by social security; 16% had bought only 
one regular life insurance policy in their 
lifetimes, while 27% had bought two, 
== three or four and 17% more than 
our. 

Their persistency records showed that 
57% had never dropped a policy; 4% 
had dropped the only policy they ever 
owned; 17% dropped one regular policy 
and kept at least one other; 7% dropped 
NSLI and kept at least one other pol- 
icy: 20% dropped two or more policies. 

The association drew these conclu- 
sions about lapsers vs. those who kept 


be likely to go out of their way to buy 
it from the same agent.” 


Insurance Knowledge and Attitude 


“Baton Rouge” also touches briefly on 
insurance knowledge and attitude. Some 
findings are: Of the interviewees 71% 
knew that it is not possible to collect 
cash values six months after a policy is 
purchased; 59% knew that the owner 
can drop part of a policy and keep the 
rest; 36% knew that the owner cannot 
take out a loan on a term policy. 

As for attitudes, 54% said they would 
rather put an increase in income into 
life insurance than into a new car, 55% 
chose life insurance over a vacation 
fund, 31% over a bank account, and 
21% over a business of their own. 

Besides the 812 people included in the 
study, the interview sample included 
69 persons who had never owned a life 
insurance policy of any kind. It is in- 
teresting, L.I.A.M.A. believes, to note 
that the 69 were atypical of all persons 
interviewed. Forty-eight were in the 
lowest income group, 46 had no depend- 
ents under 20, and 14 were over age 65. 
About 25% of these people had at one 
time asked an agent to sell them a pol- 
icy, indicating the possibility of high 
incidence of uninsurability. 


Okla. A. & M. Insurance Club 


Starting with 17 members, commerce 
students at Oklahoma A. & M. College 
have formed an insurance club, with 
Francis M. Freeman as adviser, The 
club expects to have addresses by in- 
surance men that would aid in qualifying 
club members to pass the C.L.U. and 
C.P.C.U. examinations. 








Following completion of loan agree- 


their policies in force from this study: ments with Mutual Life and Metro- 
The higher a man’s income, the less politan for $12,500,000 on 334% notes, 
likely he is to have allowed a policy Eagle-Picher Co., Cincinnati, announced 
to lapse; for all income groups, those plans toconstruct a $4 million zinc 
who own fewer policies are less likely roasting and sulphuric acid plant at 
to let them lapse; college graduates are Galena, Kan. 





WANTED 


An outstanding salesman and manager to handle a Legal Reserve Com- 
pany’s Special Campaign in Phoenix, Arizona. We are inviting 10,000 
policyholders to share in the company profits, 1/10,000 and no less goes 
to each $100 measure of policy gross premium as dividends declared 
by Company. To the right man we make an outstanding offer. Par 
Policy pays up in 17 years at about the same rates most companies have 
for a 20 pay Life participating policy. 

Address: Larry Williams, President, Sunland Life Insurance Com- 
pany, Scottsdale, Arizona. 
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A. & H. Men Can't Be 
Complacent About 
Gains: Faulkner 


rector of H. & A. Underwriters Con- 
erence, and the founder of the Chicago 
Claim Assn. Mr. Faulkner, referring to 
Mr. Pauley as the “senior statesman” of 
the A. & H. business, was profuse in 
praising his contributions to the business 
as a whole. ’ 
Blair Hiser, United, the association 


A. & H. Tax Data Booklet 


The National Underwriter Co., Cin- 
cinnati, has reprinted in folder form the 
bulletin of “Answers to 20 Questions 
about Federal Income Tax Laws,” as 
applied to A. & H. insurance, which ap- 
pears in the sales service of the Acci- 


usual application of tax requirements of 
the bureau. 





Mechanical Heart Talk 


Oliver Maisch, president of Mechan- 
ical Products Corp., is addressing the 














































han th : ‘ 
,e; peopk More than 90 members of Chicago president, conducted the meeting and oe hig basa The aria luncheon meeting Oct, 21 of Chicago 
Sages arf Cjim Assn. overflowed the accommo- introduced Mr. Faulkner. He announced pe ar rte i as wi A. & H. Assn. on “The Evolution of 
who own f gations at the Palmer House to hear a that the Christmas party will be Dec. 10, t vs o A piace oc “Mh ureau a Mechanical Heart Pump.” He will 
ake regu. | talk by J. Faulkner, president of and appointed Wallace Graham, Hooper- of Internal Revenue. Although they are bring along the complicated equipment , . 
apse than | Woodmen Accident and Woodmen Cen- Holmes Bureau, as chairman of arrange- not intended to be definite rulings on required in order to give an actual 
tral Life. Mr. Faulkner, who is recog- ments. any of the questions, they represent the demonstration. 
ho owned | nized as one of the ablest speakers in 
nN witha | the A. & H. business, warned his audi- 
year pre. ence against assuming a complacent N 
contacts attitude about the accomplishments 
ome time | achieved in the A. & H. field. He said 
plan that there os reason ~~ real ote in * LIFE 
asked an e growth of premium volume, whichis} == yacemenr go. | © lizeeses 
33% said ete ahead at a rate of about 22% a * ACCIDENT 
: o the f year, with nen ceeette — set each * HEALTH 
it life in. ear in the volume of business, pay- 
zht more rents to policyholders, assets, and prof- * ANNUITIES 
oad. its; but at ane ee oe oe of the * ALL-WAYS 
O bought ortoise and the hare fable that the busi- y Xf 
ent con ee “can’t afford to be complacent no * HOSPITALIZATION <) 
—- In matter how - ag rag iad ; *& GROUP 2g 
uring Those in the A. H. field ought to % 
led the be acutely aware of the problems of * REINSURANCE CO) 
the most their business, he said, mentioning the ) 
1€ policy challenge and the opportunity of making ><) 
that he pre-payment for hospitalization and e, 
talking medical care effective. Claim men in KO 
if they | particular can hardly be complacent at IS) 
+ “would the interjection of a third party (the © 
r to buy doctor or the hospital) between the C) 
company and the insured. Mr. Faulkner (C) 
said it is the claim man who must deal (O) 
tude : Sage : : 
_ with this situation and help solve it to wo 
rlefly on the benefit of the business. He men- @ 
>. Some tioned also the problems the companies Ss 
es 71% are involved with in writing polio in- =< 
collect surance, blanket medical and catas- S 
olicy is trophe coverage. S 
eep the | Coverages More Involved Today All 2 20 L ao Oe 
cannot With the more involved coverages (C) 
f. being sold today, the claim man must S 
y would have more tact, more ingenuity and ||; ebrine 
ne into more knowledge of insurance than was SI 
ar, 55% the case only a few years ago when loss (Ae EEE | ee 
‘acation of time protection was about the only eee 
nt, and thing on the market. 
1. The public has a better consciousness | “i * § SR, SP, 
| in the of insurance and is more aware of how ~ 
ncluded it operates. This, combined with the i 
1 a life narrower expense margins the com-| Sime ciples. Se 2 foe See 
t is in- panies must operate under, means that 
Oo note the techniques must be sharpened up, a 
Dersons Mr. Faulkner asserted. Every member| sa — ieee 0 
in the of a company organization must con-| @° > assis Si ccc, 
lepend- tribute to its effectiveness and _ eco- 
age 65. nomical operation. . 
at one In the public relations field, he urged 
a pol- thinking in “big terms.” He told the be cs 
f high claim men they should be aware that 
their work is assuming the status of 


a profession. Every claim carries with 
it a part of the burden of the entire 
A. & H. business, he said. Claim 
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imerce settlement is an art, not a science, 
- Mr. nage! remarked, characterizing 
, wi it as an adjustment between 
, The people, calling for imagination and abil- 
by in- ity on the part of the claim man to see 
lifying the other person’s point of view. In the Heart of America, the name B.M.A. is a familiar one 
J. an — the bounds of a policy con- 
fae policy holder must be satisfied, B. M. A and the B.M.A. building on the Union Station Plaza is a Kansas City 
Despite all the responsibilit ti : ? i! ; it i 
ger i than elaten degdetiants, pad te Fhe Weather Beacon landmark. But these two are also known far and wide, for it is 
notes, Most neglected end of the A. & H. busi- + bet 
barton Ness, especially as to training, the speak- Newest feature of Kansas from this Home Office that B.M.A. serves 36 states, the District 
zine er stated. Management ought to recog- City’s skyline is the 78 ft 
nt at chan that training and attention in the + Higtneas ceed : of Columbia and the Territory of Hawaii and Guam with complete 
— ~~ as ieapoetont as seinen ge npr chrag top 
ead attention to the underwriting an of the Company’s 10 story income protection through the exclusive B.M.A. “All-Ways” Plan 
Mo ated, sarin that, he home-office building i 7 
gliosis baum lac flashes up-to-the minute —literally “serving America from the heart.” 
The claim man is often tempted to weather news to Kansas 
- second-guess the agent or the under- Citians and to visitors from 
0 ree 2 aes be het bo eas all over the world. Another 9 
. : etic attitude. r. : ; 
s | | Fulmer sail tet asics don't grow on BMA service, right irom he | = BUSSINESS MEN’S ASSURANCE 
trees and the claim man who is ready to heart. e 
ir Point the accusing finger at the agent Company of America 
| or underwriter ought rather to remem- 
e g fe] e : . ° 
hee that the proper attitude in settling W. T. Grant, Chairman J. C. Higdon, President 
a claim not only helps the agent, but ildi i i i 
j ugh gles i tee’ ne B.M.A. Building, Kansas City, Missouri 
eect, the peaks enterprise system. ; 
meeting by Ce ae nemesis me In 43 Years B.M.A. Has Paid Over 133 Million Dollars to Policyowners and Beneficiaries 
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Edwards Wins Contest 


The Rockwood S. Edwards general 
agency for Aetna Life at Chicago aver- 
aged over $1 million a week in written 
business while placing first among agen- 
cies in the annual month-long App- 


Scrap contest. Total production reached 
$4,501,789. The agency’s 43 App-Scrap 


qualifiers will be feted at a banquet Oct. 


22. The Krebbs general agency at New 
York City was second with $3,200,000 in 


written business. 
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See More Funds Available 


for Buying Life Insurance 


A prediction that a larger share of 
the consumer’s dollar will be available 
for the purchase of life insurance over 








ified. 
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Fifty-Ninth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $181,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
over $79,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,500 and Insurance in 
force is over $217,000,000 .. . The 
State Life offers splendid agency 
opportunities — with liberal con- 
tract, and up-to-date training and 
service facilities — for those qual- 
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THE STATE LIFE 


Indianapolis, Indiana 
e 


MUTUAL LEGAL RESERVE FOUNDED 1894 


Ww 


COMPANY 


the next year has been made by Edward 

Stone, economic consultant of Institute 

of Life Insurance. 

After the last war the public concen- 
trated on the purchase of durable goods, 
Mr. Stone said. Now that this desire 
has been partly fulfilled, additional 
funds are expected to be available for 
the purchase of life insurance. 

Mr. Stone warns that to obtain this 
increased share there must be “a sus- 
tained effort in this direction by the life 
insurance companies and their under- 
writers.” 

Life insurance has not been receiving 
its share of the consumer dollar in the 
post-war years, as compared with the 
percentage of consumer income spent 
on insurance premiums in the pre-war 
years. 

Despite this, the amount of consumer 
saving and investment has increased in 
the post-war years. The “Federal Re- 
serve Bulletin” reports that the con- 
sumer has turned from spending to 
investment in the last year. 

Despite a continued high rate of pur- 
chase of durable goods, the increased 
income has permitted the consumer to 
invest larger amounts. Borrowing has 
also shown a substantial increase. But 
insurance has not received its share. 

In 1929, Mr. Stone said, the consumer 
spent 95.5% of his disposable income 
on “personal consumption expenditures.” 
In that same year he spent 4.1% of his 
disposable income on various forms of 
life insurance. 

“In 1951, despite the buying spree 
which people had experienced in 1950 
and which had extended a little bit into 
the early part of 1951, consumer ex- 
penditures represented only 92.4% of 
the disposable income and _ insurance 
premium expenditures had dropped to 
— of disposable income,” Mr. Stone 
said. 

This picture has changed slightly for 
the better, he continued, with consumer 
expenditures up to 92.6% and insurance 
premiums are “up a little bit and are 
now running at the rate of 2% of dis- 
posable income.” 


“We find that while there has been 
small reduction in the percentage of 
disposable income spent by the consumer 
so that actually savings have increased,” 
he said, “the amount that the genera 
public has been willing to expend og 
life insurance has not kept pace.” 

Mr. Stone said the relation of insur. 
ance buying to other aspects of the 
investment and savings situation might 
be brought out by considering that 
from 1946 to 1950 the increase in cop. 
sumer total liabilities was almost twice 
that in liquid asset holdings. In the 
same period, however, almost $5 billion 
were added in private insurance and 
pension reserves. 

From 1946-50 the annual average 
growth of total financial assets of the 
consumer was $10.2 billion. For 1951 
it was $10.5 billion. By June, 1952, it 
had jumped to $16.1 billion. “The big 
increase,’ Mr. Stone said, “occurred 
in rapid assets and went up from $14 
billion in 1951 to $7.3 billion in 1959.” 
The average had been $3.9 billion. 

What Mr. Stone described as other 
financial assets went from $6.3 billion 
(four-year average) to $9.1 billion in 
1951, but dropped to $8.8 billion in 
1952. Despite that drop, insurance and 
pension fund reserves remained con- 
stant at $5.7 billion for 1951 and 1959, 

Roughly speaking the picture appears 
somewhat as follows: There has been 
an increase in income, taxes and amount 
of income available after taxes; there 
has been a decreased amount devoted 
to insurance, while an increased amount 
has gone to purchase durable goods, 
These conclusions are reached only 
after proper adjustments are made, Mr, 
Stone pointed out, because in terms 
of dollars more money than ever is 
going to insurance. 

“Looking at this another way,” Mr. 
Stone continued, “while income between 
1929 and 1952 went up 211%, disposable 
income because of the great increase in 
taxes went up only 181%. 

“Consumer expenditures rose 173% 
because of high prices and in keeping 
with the increased standard of living 
of many groups, while life insurance 
premiums during this period went up 
only 41%.” 
































GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 





Julian D. Anthony, left, outgoing chairman 
Convention, with his successor, Victor B. Gerard, treasurer and manager of the bon 
department of Commonwealth Life. 


ALC Financial Section Chairmen 





of the Financial Section of American Life 
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Give Background 
of Policyholders 
Protective Assn. 


The Policyholders Protective Assn., 
of New York is active politically only 
during national elections when it sends 
material to life insurance policyholders 
concerning the platforms of the various 

rties and candidates and how they 
will affect life insurance policies. 

It was organized in 1948 as an un- 
incorporated group as a result of the 
Taft-Hartley Act, which forbids cor- 
porations to enter into political activi- 
ties. It is registered under the federal 
regulations of lobbying act and makes 
quarterly reports to the federal govern- 

t. 
a off-shoot of the Life Insurance 
Policyholders Protective Assn., incorpo- 
rated in Delaware in 1940, it depends 
upon voluntary contributions for its sup- 
port. Its address list is obtained from 
telephone directories. 

Robert Emery Smith, a railway finan- 
cial consultant and director of the New 
York, New Haven & Hartford Railroad, 
is chairman of the organization. George 
B. Rowell, 84 State Street, Boston, is 
counsel. There is an advisory commit- 
tee with representatives in almost all 
of the states. 

Independent of life insurance compa- 
nies, the purpose of the organization is 
defined as the “protection of life insur- 
ance and particularly the purchasing 
value of the proceeds of life insurance.” 

Descriptive material states that the 
association is ‘wholly non-partisan in 
character, but has favored Republican 
policies because they have been less 
inflationary than those of the Demo- 
crats.” 

Life agents were mainly responsible 
for the formation of the parent associ- 
ation in 1940. When the unincorporated 
association was founded many agents re- 
mained as individual members. 





Revise Installment Sales 
Insurance Proposal in N. Y. 


A revision of the proposed amend- 
ment to regulation 27 pertaining to in- 
surance issued in New York in connec- 
tion with installment sales of personal 
property or where personal property 
is security for a-loan, has been 
drafted following a hearing at which 
company representatives offered a num- 
ber of suggested changes to the original 
proposed amendment. The latest revi- 
sion, according to S. F. Murphy, deputy 
superintendent, is similar to the earlier 
draft in that it applies to all classes of 
personal property. At present, regula- 
tion 27 only covers insurance on fi- 
nanced automobiles. 

Under the new proposal, insurance on 

property is handled separately from life 
and A. & H. insurance. In addition, the 
revised amendment contains a provision 
to permit the New York department to 
suspend or modify the regulation to 
avoid hardship in certain classes of prop- 
erty insurance. 
_ The Most important change was made 
in section B of the proposed amendment 
which has been rewritten to include 
some of the language in the present reg- 
ulation 27, except that it has been broad- 
ened to apply to all borrowers or 
purchasers. 

The provisions pertaining to the dis- 
posal of rate refunds on group credit 
life which were included in the original 
amendment have been dropped. Mr. 
Murphy said the department is continu- 
a to explore the problem and is con- 
sidering the possibility of recommending 
legislation or taking independent admin- 
istrative action. The department feels 
that lenders or sellers should not profit 
on group insurance paid for by bor- 
Towers or purchasers. 

: hearing on the revised amendment 
will be held in the New York city office 
of the department on Oct. 28. Mr. 
Murphy will preside. 


Minn. Federation Elects 


MINNEAPOLIS — At the annual 
meeting of Insurance Federation of Min- 
nesota here Henry Damman, Norwood, 
was reelected president. Vice-presidents 
reelected include Paul Clement, Minne- 
sota Commercial Men’s, and John W. 
Fischbach, Minnesota Mutual Life. 
George W. Wells, Jr., president North- 
western National Life, was reelected 
secretary-treasurer. 





T. A. Boose, claims representative of 
Pacific Mutual Life at Cleveland, is cele- 
brating his 25th anniversary with the 
company. 


Prudential Appointments 


Prudential has appointed John S. 
Walls staff manager at Salina, Kan., to 
succeed his father, John M., who retires 
after 37 years with the company. The 
company has also appointed Ivan R. 
Jargensen staff manager at Denver. 
John S. Walls joined the company in 
1944, Mr. Jargensen in 1949. Both are 
veterans. 


N. Y. Life Opens 2 Group Units 


New York Life has established new 
group offices at Memphis, with Dwain 
F. Cook in charge, and at Portland, 


Ore., with Bruce A. Pass in charge. 

Mr. Cook formerly was a home office 
representative at the Chicago group of- 
fice, and Mr. Pass was a group repre- 
sentative at San Francisco. 


Has 50th Year Celebration 


Kentucky Central Life & Accident 
held a golden anniversary celebration at 
its home office at Anchorage. The 
three-day program featured a tour of 
the home office and sight-seeing trips 
to nearby points of interest. 

Taking part in the program were 
E. H. Speckman, president; R. H. West, 
executive vice-president and secretary. 



































Juvenile market. 









aviation hazards. 





V 


state Builder. 


at retirement. 


5-ror-l at 21! 


Here’s a new policy with new sales appeal for the 


National Life’s Estate Builder, issued to children aged 
0 to 14*, increases 5-fold in face amount at age 21. 
(Premium remains level to age 65.) 

When age 21 is reached, no further evidence of insurability 


is required, regardless of health, occupation, war or 


The Estate Builder builds reserves quickly. More cash is 
available for education or emergencies. 

The Estate Builder teaches —yeee lesson in thrift— 
has more appeal to parents a: 

Today’s high estate taxes encourage gifts to children and 
= children — open more sales opportunities for the 


The very substantial cash values which this policy builds 
VY up may be taken in cash or used to provide a life income 


grandparents. 


*New York ages 5 to 14 








The Estate Builder is a brand new policy. And it’s one of the most 


appealing contracts ever offered. We urge you to learn more about it. If you 
are a full-time agent of another life company, we solicit only surplus and 


special business not acceptable to your company. 


National Life of VERMONT 
0 Montpelin 


- OWNED BY ITS POLICYHOLDERS. 


. Insuranee 6 


FOUNDED IN 1850 


-- A MUTUAL COMPANY. 
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Mutual Funds and “Adequate” Insurance 


Displaying the olive branch rather 
than the chip-on-shoulder, Vice-presi- 
dent Clyde F. Gay of John Hancock 
did a needed job in presenting to the 


mutual fund people a life insurance 
executive’s viewpoint at the annual 
mutual fund conference in New York 


City. 

We hope that Mr. Gay is correct in 
his belief that in the course of time 
life insurance agents and mutual funds 
salesmen will cooperate in the policy- 
holder-investor’s interest along the lines 
already established in cooperation be- 
tween agents and trust officers. 

It is certainly preferable that repre- 
sentatives of the life insurance com- 
panies and of mutual funds cooper- 
ate rather than fight each other but 
cooperation in the life insurance and 
trust council pattern seems _ basically 
much more difficult to achieve where 
mutual funds are involved. For one 
thing, the nub of the controversy be- 
tween the trust companies and the life 
agents was whether proceeds should 
be paid under settlement options or 
turned over to a trust company to be 
administered under a life insurance 
trust. There is not the “either-or” com- 
petition between the sale of life insur- 
ance and a competing form of invest- 
ment, as there is where mutual funds 
are involved. 

Except in the comparatively rare 
cases where trust men were suspected 
of influencing business away from the 
originating agent to some other agent, 
there was no question of cutting into 
the agent’s sales. It was just a question 
of how best to pay out the proceeds. 
The mutual funds, however, are to a 
considerable extent offering merchandise 
that reduces the buyer’s ability to pay 
for life insurance and may cause him 
to reduce his protection program in a 
way that he will later regret. 

In his talk at the mutual funds con- 
ference, Mr. Gay took as his theme 
“Good Fences Make Good Neighbors”. 
Using only soundly based assumptions 
and figures, he staked out an area for 
life insurance in the buyer’s program 
that undoubtedly impressed the mutual 
fund representatives as being pretty 
big but at the same time would actually 
produce only a modest guaranteed in- 
come. 

As Mr. Gay pointed out in his speech, 
current sales promotion literature from 
one of the mutual funds—and he be- 
lieves it to be representative of most— 
puts all the emphasis that a life agent 
could ask on the advisability of pros- 
pects first having “adequate permanent 
life insurance” before investing in mu- 
tual fund shares. However, as Mr. Gay 


also mentioned, there can be an honest 
difference of opinion on what is meant 
by “adequate amount of insurance” in 
any given situation. 

It is our guess that there is an 
enormous gap between what the gen- 
eral run of mutual funds salesmen 
would regard as “adequate” life insur- 
ance and what Mr. Gay’s figures indi- 
cated might be adequate in terms of 
guaranteed income. Based on conserva- 
tive and quite typical family situation 
assumptions, Mr. Gay’s figures showed 
the amounts of life insurance needed 
to provide a widow and two children 
with a monthly income equal to half her 
late husband’s net income, the latter 
figure being after payment of federal 
income taxes and life insurance pre- 
miums. At age 30, for example, a man 
earning $5,000 before federal taxes 
would need $50,000 of life insurance. 
This would provide only $139 a month. 
If earning $10,000 at age 40 he would 
need $77,000 as a life insurance estate, 
which would guarantee only $246 a 
month to his widow. The $15,000 man 
aged 40 would need $110,000 of life 
insurance while at the same ages the 
$20,000, $25,000 and $50,000 earners 
would need life insurance estates of 
$140,000, $168,000, and $270,000 respec- 
tively. 

Now, does it seem likely that a mu- 
tual fund salesman, on learning that 
his 40-year-old $10,000 a year prospect 
has less than $77,000 of life insurance 
will say, “I’m sorry but my conscience 
won't let me sell you these mutual fund 
shares until you’ve got your life insur- 
ance up to at least $77,000’? 

The mutual fund salesman who re- 
fused to do business with a $10,000 a 
year man with less than $77,000 of life 
insurance, and consistently shied away 
from prospects in various income 
brackets lacking the amounts of life 
insurance indicated by Mr. Gay would 
have, to put it mildly, an extremely 
restricted market. In fact he would 
probably starve to death. 

After all, how many individuals earn- 
ing $5,000 a year have a life insurance 
estate, even if it includes National Serv- 
ice life insurance, group insurance and 
social security, equivalent to $40,000 or 
$50,000 face amount? Because income 
taxes take such a huge bite out of 
upper-bracket incomes, it would seem 
more likely that Mr. Gay’s figures for 
life insurance estates in the $50,000 a 
year and upward range of incomes 
might be closer to the facts, but even 
there the number of men with enough 
coverage to provide their widows with 
half of their previous monthly income 
after taxes and premiums would be ex- 


tremely small. 

Anyway, as a practical matter, it 
seems likely that mutual fund salesmen 
will define adequacy of life insurance 
holdings in a considerably more limited 
way than the half-income basis set up 
by Mr. Gay. 

This whole question of competition 
from mutual funds serves to point up 
the sad fact that only a minute per- 
centage of the population has anywhere 
near enough life insurance to continue 
to their widows half the income that 
the family enjoyed while the breadwin- 
ner was around to win the bread. It 
also points up the folly of a bread- 
winner’s monkeying around with non- 
guaranteed methods of protecting his 
family until he has made really ade- 
quate provisions for taking care of them 
through life insurance. Some of the mu- 
tual funds have made an impressive 
record but neither in length of time nor 
in assurance of being available when 
needed does it approach the record of 
life. 

For most people, life insurance is a 
necessity. Other investments are in the 
luxury class. The typical family man 
has first of all the obligation to make 
sure that his family will have enough 
to get by on as well as possible if he 
should die. And “make sure” means 
life insurance and nothing else that 
lacks life insurance’s guarantees. True, 
he might conceivably be able to leave 
his family a larger estate if he picked 
the right mutual funds and they picked 
the right stocks. But if it should turn 


out the other way, and his widow were 
to find herself having to scrimp or tury 
to relatives for assistance, the greater 
income she might have had if stock pyr. 
chases had turned out better will he 
small offset to the inadequacy of the 
income she has been left. 

A widow in such circumstances might 
be a game little sport and say to herself. 
“T wish we’d put the money into more 
life insurance instead of those mutual 
fund shares, but I guess those are the 
breaks of the game.” The chances are, 
though, that she would be considerably 
more bitter about having to eke out aq 
poverty-ridden existence because money 
that should have gone into life ingyr. 
ance premiums went instead into jp. 
vestments that looked a lot better byt 
actually guaranteed nothing at all. 

We believe that a lot of men who 
believe they are prospects for mutual 
fund shares or any other type of non- 
guaranteed investment on the theory 
that they have “adequate” life insur. 
ance are suffering from delusions of 
grandeur and should take another look 
at how much insurance is necessary to 
give their widows even a drastically re. 
duced income as compared to the level 
of living they have been accustomed 
to. Mr. Gay has done a real service in 
laying the matter on the line for the 
mutual fund people. They now have a 
more adequate idea of what “adequate” 
life insurance means. They no longer 
have even the excuse they formerly 
may have had for confusing “nominal” 
and “adequate.” 








PERSONAL SIDE OF THE BUSINESS 





H. O. Fishback, vice-president of 
Northern Life of Seattle, is making ex- 
cellent progress in recovering from seri- 
ous injuries suffered when he fell from 
a hotel room window while attending 
the Washington Assn. of Insurance 
Agents convention at Yakima Aug. 20. 
Mr. Fishback is now confined to Swed- 
ish Hospital, Seattle, after having orig- 
inally been at St. Elizabeth’s Hospital, 
Yakima. 

Norman H. Nelson, vice-president of 
Minnesota Mutual Life, has been named 
chairman of the finance commitee of 
the Mortgage Bankers Assn. of Amer- 
ica. He is also a director. 

John C. Morris, secretary State Farm 
Life of Illinois, will talk on develop- 
ments in office work measurement Oct. 
16 at the office management conference 
of American Management Assn. in New 
York. 

William H. Siegmund, general agent 
for Connecticut Mutual Life at Los 
Angeles, long prominent in laymen’s 
work in the Protestant Episcopal 
Church, has just completed a_three- 
year term as chairman of the presiding 
bishop’s committee on laymen’s work 
in the diocese of Los Angeles, and has 
been advanced to chairman of the com- 
mittee for the western province of the 
church, comprising all the western 
states. 


Horace W. Brower, president of Occi- 
dental Life of California, has been named 
California chairman for the United De- 
fense Fund, which agency includes the 
USO, United Community Defense Serv- 
ices, American Relief for Korea, Amer- 
ican Social Hygiene Assn., United Sea- 
men’s Service and National Recreational 
Assn. 

Devereux C. Josephs, president of 
New York Life, has been named to the 
executive committee of the National 
Civil Service League. 

Chester O. Fischer, vice-president of 
Massachusetts Mutual Life, was toast: 
master at the 40th reunion dinner of 
his class at the University of Illinois. 
Frank D. Murphy, Champaign agent, 
also a member of the class, headed the 
arrangements for the dinner. 

Gale F. Johnston, former vice-presi- 
dent of Metropolitan, and_ currently 
president of the Mercantile Trust Co, 
St. Louis, has been named_ general 
chairman of the city’s 1953 Festival of 
Progress. 

Micou F. Browne, vice-president in 
charge of agencies for Occidental Life 
of North Carolina, has been honored 
by the Raliegh Junior Chamber of Com- 
merce, which has named him a life 
member and established a trophy in his 
name to be awarded annually to the 
club’s outstanding committee chairmat. 
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Mr. Browne has served as state jaycee 
oresident and also as national treasurer 
and vice-president. 

Raymond Russell Brown, president of 
Standard of Oregon, has been appointed 
fo serve on the National Advisory Heart 
Council, which advises and makes rec- 
ommendations to the U. S, surgeon gen- 
eral-on programs of National Heart In- 
stitute, established by Congress through 
the national heart act in 1948. 

James F. R. Loutit of American Inter- 
national Insurance of Bermuda under- 
went an ulcer operation in a New York 
City hospital. He was formerly actuary 
of United States Life. 

Thomas I. Parkinson was honored on 
the 25th anniversary of his election as 
president of Equitable Society by the 
oficers and directors at a dinner Thurs- 
day evening in New York City. Mr. 
Parkinson joined the company in 1920 as 
4 gnd vice-president. 


___ DEATHS 


—— 


THOMAS W. NORTON, 73, with 
Canada Life since 1915, died at Toronto. 
Mr. Norton joined the company as man- 
ager at Vancouver, B. C., and in 1917, 
transferred to Toronto. He had been 
in personal production since 1942. 

EDGAR N. CLOUGH, 63, manager 
for New York Life at Green Bay, Wis., 
since 1929, died from a fall in his home 
there. 

RAY J. HAMMILL, 59, assistant 
secretary of National Life of Iowa, died 
at Methodist hospital, Des Moines. He 
had been manager of the service de- 
partment, and was only recently ap- 
pointed assistant secretary. 

JOSEPH C. HATFIELD, 75, vice- 
president of Union Central Life for 15 











years, died at Cincinnati. Mr. Hatfield. 


joined the company in 1904 and served 
as personnel director and auditor before 
becoming vice-president in 1937. He has 
been a member of the invesment com- 
mittee for 15 years. 


FLOYD M. SPANN, former mem- 
ber of the New York Life legal staff, 
died at his home in Douglas, Ariz. 

MRS SADIE E. WOOD, wife of Harry 
A. Wood, assistant controller of the 
Northwestern Mutual Life, died at Mil- 
waukee. 

GEORGE PALMER MOFFAT, 79, who 
was with Fidelity & Casualty and Mu- 
tual Benefit Life for more than 50 years, 
died in Brooklyn. A member of the firm 
of Moffat & Atwood, which he founded 
in 1908, he had been a member of the 
board of the Bedford Y.M.C.A. since 1925. 








The Los Angeles C.L.U. chapter 
will confer designations Nov. 6. 


_ OBSERVATIONS 


Hits "Oblique" Insurance Copy 


A recent article in “Advertising Age” 
cites some life insurance advertisements 
as examples of what the author, James 
D. Woolf, advertising consultant, calls 
“oblique campaigns,” a type of adver- 
tising Mr. Woolf dislikes. As examples 
of the straightforward “selling” type of 
copy, he cites advertisements of Trav- 
elers and Northwestern Mutual. 

Mr. Woolf’s thesis is that though they 
deny it, people really like to be sold, 
that they want to be helped to ration- 
alize the expenditure they yearn to 
make. 

Mr. Woolf strongly disagrees with the 
indirect approach based apparently on 
the principle that “since insurance 1S 
such a dreadful anathema, it would ap- 
pear there is no surer way to destroy 
reader interest than to mention the re- 
pulsive subject in the headline or any- 
where else in the ad for that matter.” 








Not Just "Non-Profit" 


When General Eisenhower in his re- 
cent Los Angeles speech referred to 
non-profit health plans as being the 
answer to government insurance, he was 
obviously thinking of plans underwritten 
by all types of insurance companies, 
stock as well as mutual, and not just the 
Blue Cross plans that are generally con- 
sidered synonomous with “non-profit.” 
The 86 million persons mentioned by 
General Eisenhower is the total number 
having insurance of some sort against 
medical costs at the end of 195i. 








Lectures for N. Y. Examiners 

The New York department has begun 
a series of 90 three-hour weekly lecture 
courses for its junior and assistant ex- 
aminers. 

Lectures will. be given by leading 
company officials as well as department 
staff members. -Another course, for 
senior examiners, will be given on a 
seminar basis. 








Convention Dates 


Oct. 23-25, Midwest managers confer- 
ence, sponsored by Indianapolis General 
Agents & Managers Assn., French Lick 
Springs hotel, French Lick, Ind. 

. Nov. 17-21, L.1.A.M.A. annual meeting, 
Edgewater Beach hotel, Chicago. 

Dec. 7-11, National Assn. of Insurance 
Commissioners, midyear, Hotel Commo- 
dore, New York City. 

May 5-7, large companies spring con- 
ference of L.I.A.M.A., Westchester coun- 
try club, Rye, N. Y. 





R. B. Patrick Calls 
Toll Road Bonds 
Good if Scrutinized 


There are six or seven thousand 
miles of super highways in America 
suitable for toll 
road development 
justified by today’s 
trafic densities, 
Robert B. Patrick, 
financial vice-pres- 
ident of Bankers 
Life of Iowa, told 
the Financial Sec- 
tion of the Amer- 
ican Life Conven- 
tion at Chicago. 

Mr. Patrick de- 
clared that bridge 
and highway reve- 
nue bonds offer a 
suitable investment 
opportunity to those in a position to 
critically study the proposed develop- 
ment. But he declared this kind of fi- 
nancing will not go very far towards 
solving the highway problem of this 
country; the greatest mileage, he said, 
will have to be built by the less pain- 
ful payment of gasoline taxes and auto- 
mobile fees. 





I 








R. B. Patrick 


20-Year Record Impressive 


“The record of toll bridges and toll 
roads in the last 20 years has been im- 
pressive,’ Mr. Patrick said. “Few de- 
faults of consequence have occurred 
although it is not hard to find inter- 
esting forerunners of trouble, especially 
in toll bridge financing. We all recall 
the bridge that was destroyed by a high 
wind. Probably less well-known are the 
two bridges on the western boundary 
of Iowa, one of which serves no state 
or federal highway—in fact, the last I 
knew it had no road at all on the Iowa 
side. The other bridge was by-passed 
during construction when the fickle 
Missouri river changed its course. It is 
estimated that it would take $6 million 
to cause the Missouri river to again 
flow under the $2 million bridge. Pos- 
sibly this will be a fine PWA project 
at some future time.” 

Mr. Patrick said it seems obvious that 
revenue bonds are a sound method of 
financing roads and bridges in many 
individual situations where traffic dens- 
ity is great and if the disadvantages 
to the public in the development of toll 
bridges are to be considered on an indi- 
vidual basis, they are not too impres- 
sive. 

In discussing the cost of super high- 
ways, Mr. Patrick pointed out that they 


are very high compared to the cost for 
a two-lane highway. The New Jersey 
turnpike cost more than $2 million a 
mile and ran as high as $8 million a 
mile in congested areas. ; 

However, highway costs cannot be 
measured in the actual cost per mile 
but should be calculated on the basis 
of cost per vehicle mile, Mr. Patrick 
said. Traffic studies and revenue stud- 
ies on the seven turnpike bonds now 
outstanding indicate that the toll per 
mile for a passenger car ranges from 
one cent for the Pennsylvania turnpike 
up to 1.8 cents a mile for the West 
Virginia turnpike. 

Perhaps of greater significance, he 
said, is an estimate made in October, 
1948, which indicated that the vehicle 
per mile cost of future improvements 
at 1948 prices was nine-tenths of a 
cent per mile for primary rural roads, 
2.35 cents per mile on secondary and 
local roads and .7 cents per mile on city 
streets, for an average of .99 of a cent 
per mile. These figures tend to indi- 
cate that the cost per mile on toll roads 
which have been built or planned at 
the present time is not greatly over 
the average cost of the country’s road 
system as a whole. 

Even though the cost per mile is 
slightly higher on toll roads, this does 
not necessarily indicate that transpor- 
tation over these roads is more costly, 
said Mr. Patrick. The reason for this 
is that one cent or a half cent per mile 
cost is only 20 to 25% of the total cost 
of transportation. Therefore, in many 
cases a motorist can afford to pay for 
turnpike use without increasing his 
transportation costs. In addition, toll 
roads offer greater safety, comfort and 
driving ease as well as saving in time. 


Prudential Appoints Park 


Prudential has appointed James C. 
Park district manager at Pottsville, Pa., 
to succeed Paul Long, recently trans- 
ferred to New Kensington. Mr. Park 
joined the company in 1933 at Cumber- 
land, Md., and later became staff man- 
ager there. In 1943 he was made agency 
service representative. 








Truman Joins Coffman 

Leo Coffman, general agent of 
Columbian National Life at St. Louis, 
is changing the name of his agency from 
the Leo Coffman Agency, Inc., to Coff- 
man-Truman Agency. Dave Truman, 
Mr. Coffman’s son-in-law, is entering 
the agency. He has been with Colum- 
bian National at Detroit. 


Central Indiana Gas Co. has made ar- 
rangements to sell Reliance Life $1 mil- 
lion first mortgage bonds, 344% series 
due Oct. 1, 1977. 
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Michigan Actuaries Elect 


New officers of Michigan Actuarial 
Society, elected .: a meeting at Detroit, 
are: President, Richard G. Roeder, with 


A. G. Gabriel, consulting actuary; vice- 
president, Jack W. Schlenz, Federal Life 
& Casualty; treasurer, Fred W. Ham, 
city of Detroit retirement systems; sec- 
retary, Ralph E. Olson, Maccabees. 
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“... the 
Company 
that puts 
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on 
TRAINING!” 








An Old Line Company with an outstanding Record 


of the Low Net Cost. 


Ins. in Force December 31, 


1951—$246,139,001. 


Agency Openings for Lutherans in 21 states. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, lowa 
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Bars Blue Cross Contracts 
in Ia. City, County Hospitals 


DES MOINES — The Iowa attorney 
general has held that city-owned or 
county hospitals have no legal authority 
to enter into hospital service contracts 
with Blue Cross organizations. Fredric 
Lattner, executive director of Hospital 
Services, Inc., of Des Moines challenged 
the opinion and announced his group 
would welcome a test court case. 

Hospital Services, Inc., has contracts 
with county and municipal hospitals in 
73 Iowa counties. Associated Hospi- 
tals, Inc., Sioux City, has contracts in 
the other 26 Iowa counties. Together 
they handle more than 650,000 Blue 
Cross memberships in the state. 

The opinion had been requested by 
the Hamilton county public hospital 
board of trustees at Webster City after 
Cecil Johnson, an attorney there, chal- 
lenged the right of the board to sign a 
hospital contract. He also argued that 
the hospital was, in effect, giving prefer- 
ential rate considerations to holders of 
Blue Cross hospitalization policies, 

Mr. Lattner said he knew of no Iowa 
hospital which had preferential rates. 

The attorney general’s opinion de- 
clared that the powers of public hospital 
trustees are only those “expressly grant- 
ed or implied” under the Iowa law and 
that the Iowa code does not give trus- 
tees the authority to enter into contracts 
with corporations selling Blue Cross 
services. Mr. Lattner, however, declared 
that the state law for hospital service 
corporations gives the corporations the 
right to enter into contracts with hos- 
pitals maintained and operated by the 
state or any of its political subdivisions. 
He said after learning of the opinion 
that the big question will be whether 
present contracts between his corpora- 
tion and the many Iowa hospitals are 
still in effect. 





Galloway Invites Life Agents 
to Join A. & H. Association 


Pointing to the rapid expansion of life 
insurance agents into the A. & H. field, 
J. G. Galloway, Provident Life & Acci- 
dent, Birmingham, president of Interna- 
tional Assn. of A. & H. Underwriters, 
has extended an invitation to all mem- 
bers of National Assn. of Life Under- 
writers to join the A. & H. organization. 

Mr. Galloway stated that he is urging 
all members of the A. & H. association 
who sell life insurance to maintain mem- 
bership in life underwriter associations. 
He observed that dual membership is 
especially desirable inasmuch as it en- 
ables agents to reap the benefits of the 
specialized programs and objectives of 
the respective associations. 

An invitation also was extended to 
the A. & H. committee of N.A.L.U., of 
which William E. North, northern IIli- 
nois manager of New York Life, is 
chairman, to take a part in the associa- 
tion’s disability insurance sales course. 
The intention would be to further de- 
velop DISC as a common project. 








Franchise “Coming Field” 


Franchise A. & H. plans are more 
flexible than true group, they can be 
serviced more easily than can individual 
plans and are productive of good leads 
for individual sales. They can be han- 
dled on a payroll deduction plan or on 
an individual collection basis, and are 
profitable with enough volume, Pat 
Green, head of the franchise department 
Sterling at Indianapolis, told Indiana 
A. & H. Assn. at Indianapolis. 

Mr. Green said that after 18 years in 
franchise work, he feels that it is more 
the “coming field” than any other single 
area of A. & H., but he warned against 
“selling everything and anything under 
the guise of ‘franchise.’” No plan is 
legally “franchise,” he warned, unless 
there is at least a memorandum agree- 


meninieie 
ment between the company and em. 
ployer or employe group. 





Speakers Listed for Cal. 
A. & H. Managers Meeting 


Speakers for the meeting of Californi, 
Assn. of A. & H. Managers Clubs, 
scheduled for Oct. 31 at San Francisco, 
have been announced by D. M. Brovan, 
Mutual Benefit H. & A., president of 
the organization. 

They will include John G. Galloway 
Provident L. & A., Birmingham, preg, 
dent of International Assn. of A. & 
Underwriters, on “The Ten Golden 
Words”; Robert E. Little, general agent 
for Paul Revere Life and Massachy. 
setts Protective and president of Say 
Francisco A. & Assn.; Milton [, 
Rose, Paul Revere and Massachusetts 
Protective, president of A. 
agers Club of Los Angeles, and Thomas 
W. Cordry, Jr., employe welfare cop. 
sultant of San Francisco, on “New Mar. 
kets for Personal A. & H. Insurance” 

Mr. Cordry is welfare employe consyl. 
tant for such major organizations as 
California Metal Trades Assn., Califor. 
nia State Brewers Institute, California 
Wine Assn. and many others. He has 
served on the federal mediation and 
conciliation service arbitration panel for 
collective bargaining on health and wel. 
fare and pension plans and has assisted 
in installing many such plans. 





School accident insurance is being 
made available to pupils and _ teachers 
at Aliquippa, Pa. through Colonial 
Life & Accident of Columbia, S. ¢ 
The cost is $1.25 a year and the school 
superintendent states that the Aliquippa 
school district is not acting as an agent 
for the insurer, nor does it urge parents 
to buy this policy but offers an oppor- 
tunity to do so if they so desire. 





In Effort with a 
Mutoal Savings 


ee DIRECT 
— EAL ONTRACT 


DIRECT CONTRACT opportunities in 
Indiana, Ohio, lowa, Kentucky, Missouri, 
Arkansas and Mississippi. A complete 
line of: 


e ACCIDENT 
L | F E e SICKNESS 
go HOSPITALIZATION 


Your reply held’ Gdhfidential. Write to: 
J. DeWitt Mills, Supt. of Agents 


MUTUAL SAVINGS 


MEWuaNCE 


4% 





$701 WATERMAN $T. LOUIS 12, MO. 
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COMPANIES 


Prudential Has Celebration 
Marking 77th Anniversary 


Prudential observed the 77th anni- 
yersary of its founding with a reception 
luncheon at the home office attend- 
ed by more than 600 guests. 

Among those present were many state 
and civic leaders as well as executives 


of insurance companies and other busi- 


ess organizations. They were greeted 
by President Carrol M. Shanks, assisted 
by Executive Vice-presidents Valentine 
Howell and Harold M. Stewart. 

As a special feature of the affair, Pru- 
dential designated as “honor guests” 
the representatives of 80 Newark firms 
which were doing business when Pru- 
dential opened its doors and which are 
still in existence today. 


j N. Mex. Life Is New Company 


New Mexico Life has been organized 
at Albuquerque, with capital of $250,000. 
President is Elmer Elliott, and vice- 
president, Harold Elliott, who are co- 
owners of Albuquerque restaurants. V. 
L. Wood is general manager, and June 
Wood director of agencies. Both the 
Elliotts and the Woods are brothers, the 
latter two having previous insurance ex- 
perience at Fort Worth, Tex. 

Other officers are James G. McNary, 
retired banker, chairman; Chester T. 
French of the French-Fitzgerald mor- 
tuary, vice-president; Parker C. Kalloch, 
Jr, real estate man, vice-president; Dr. 
L. G. Rice, Jr., medical director; Ralph 
R. Marshall, secretary of New Mexico 
Medical Society, secretary. 





Acme Buys Home Office 


Acme Life of New Orleans has pur- 
chased the Southern building at 833 
Howard avenue for use as a home of- 
fice. 

The property was listed for $340,000, 
though the sale price was not disclosed. 
The air-conditioned building contains 


_ 14,000 square feet of floor space. 





COMPANY MEN 


Donald Luckham, V.-P. of 
Beneficial Life, Resigns 

Donald R. Luckham, vice-president 
and general counsel of Beneficial Stand- 
ard Life, has resigned and will enter 
private practice of law, specializing in 
administrative and insurance law. 

Mr. Luckham was with the Cali- 
fornia department for more than a 
decade, as assistant to the chief of the 
compliance and legal division. He re- 
signed from the department in 1949 to 
go with Beneficial Standard. 

He served on the committee that 
helped frame changes in disability poli- 
cies that would meet with approval of 
both the department and the industry. 
He participated in the long drawn out 
hearings held by the then Commissioner 
Caminetti that resulted in the legisla- 
tive enactment eliminating chapter 9 
companies and the substitution of chap- 
ter 9A companies. 


Names Hobbs, Williams 


Capitol Life of Denver has appointed 
Kenneth L. Hobbs, formerly manager 
of the accounting department, agency 
secretary. He will work with Thomas 
. Daly, II, vice-president and director 
of agencies. 

C. Lee Williams, for five years an 
agent of New York Life at Denver, has 
een appointed superintendent of agen- 
cies for the central division, embracing 
Colorado, Wyoming, Kansas, Nebraska 
and Utah. 











Old National Names Brand 

Old National of Houston has named 
- John Brand director of agencies. He 
was formerly branch manager for Re- 








7 





Shown here is the proposed home office building of Central Life of Iowa. Officiating 
at the ground breaking ceremonies was W. F. Poorman, president. 

Growth of the company has made larger quarters necessary. The steel and concrete 
building will have ample space for expanded operation and will be a contemporary- 
type structure embodying the latest features in building construction. The exterior 
will be light buff Mankato limestone and reddish vein granite. 








public National Life at Houston. Mr. . . . 
Brand has also been superintendent of Rio Grande Life Promotions 


agencies for Reserve Life of Texas, and Rio Grande Life has appointed Roger 
assistant to the vice-president of Con- P. Baxter senior vice-president, Turner 
tinental Assurance. B. Baxter vice-president, and James R. 


Young and Wayne J. Herring assistant 
vice-presidents. 

R. P. Baxter was formerly vice-presi- 
dent, and T. B. Baxter was formerly 
assistant secretary-treasurer. Mr. Her- 
ring had been manager at Fort Worth 
since last year, and Mr. Young was for- 
merly public relations ‘director for the 
American College of Life Underwriters. 


Philadelphia Life Appoints 
Milne Maryland Director 


Philadelphia Life has appointed John 
Milne, vice-president and actuary 
since 1946, regional director for Mary- 
land. He will continue his actuarial serv- 
ices on a consulting basis. 

Mr. Milne entered the business as ex- 
ecutive assistant for Boston Mutual Life. 
He is a fellow of the Society of Actu- 
aries, and a charter member of the 
Philadelphia Actuaries Club. 








Southwestern Life has appointed 
Claude M. Biles, personnel manager, 
and J. Raymond James assistant per- 
sonnel manager. Mr. Biles has been with 
the company since 1926, Mr. James 
since 1933. 

Preferred Life has named H. A. Arm- 
strong manager of the claim depart- 
ment. 





Broad Insurance Coverage 



















The 
LINCOLN 





Nonparticipating Insurance 
Participating Insurance 


Accident & Sickness Insurance 
(Non-can., Guaranteed Renewable) 


Juvenile Insurance 

Special Low Cost Plans 
Flexible Family Income Plans 
Retirement Plans 

Mortgage Redemption 
Impaired Risk Service 

Wide Age Range 

Salary Savings Systems 
Supplemental Term Riders 

A full line of Group Coverage 


INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 


NATIONAL LIFE 
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AGENCY MANAGEMENT 





Indianapolis Managers Take 
Over Worker Training for 
Community Chest There 


Indianapolis General Agents & Man- 
agers Assn. adopting the plan tried out 
by the Hartford association in 1951, has 
just completed supplying all speakers 
and programs for the “worker training 
division” of the local Community Chest, 
with 14 members participating in four 
different training sessions. 

Gaylen Farmer, Equitable Society; 
Richard Pratt, general agent Connecticut 
General and George Jackson, Connecti- 
cut Mutual, conducted training for “spe- 
cial gifts” solicitors with William Smith, 
manager Wisconsin National, as chair- 
man. Script for their presentation was 
prepared by Jacob Dalke, manager Mu- 
tual Life, and Robert Girk, estate-plan- 
ning attorney and associate member. 

Training of “individual gifts” workers 
was handled in two sessions by a panel 
consisting of Paul Cook, Massachusetts 
Mutual; Clarence Schneider, general 
agent Guardian, and Gilbert Huffer, 
manager Prudential. Robert Thompson, 
director training of American United 


Life, served as panel chairman. 

Ray Patterson, general agent Penn 
Mutual; Al Joslin, State Mutual, and 
R. W. Osler, Rough Notes, appeared 
as the training panel for the “firm chair- 
men” section. Paul Imle, New York 
Life, was moderator of the panel. 

Ray R. Hauck, Metropolitan, associa- 
tion president, reports that the chest offi- 
cials have already asked if the associa- 
tion will undertake the same program 
next year and said the good-will engen- 
dered and attendant newspaper public- 
ity cannot help build community prestige 
for the association and life insurance in 
general. 

Assistant chairman of the Indianapolis 
Community Chest drive this year is 
Howard Alltop, assistant to the presi- 
dent of American United Life. Normally 
the assistant chairman one year becomes 
chairman the next year. 





Sponsor Eight-Week Course 


Charlotte (N. C.) managers will spon- 
sor an eight-week night course in life 
insurance at Charlotte College, Oct. 20 
through Dec. 15. Archie Carroll, New 
England Mutual, past president of the 
Charlotte managers, and president of 











ANNOUNCING... 
The Manhattan Life's NEW 


Non-Medical Limits 

















Age 35 and under, up to 
Ages 36 to 40, upto............. 
Ages 41 to 45 inclusive, upto...... 


The new limits apply whether the applicant 
is a man or a woman. 


. .$10,000 
7,500 
5,000 


























F OR POLICYHOLDERS previously insured 
on a non-medical basis up to $5,000, which has 


been in force two years or more, the new limits 


are in full effect. 


Our 2nd ' 
[i 


‘THE MANHe 
INSURANGE 
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\TTAN LIFE 
Gi, COMPANY 
of NEw York, 

Home Office: 120 West 57th St., New York 19, N. Y. 
Telephone: JUdson 6-2370 

















Charlotte Assn. of Life Underwriters, 
will be instructor for the Monday eve- 
ning classes. 


Work on North Cal. Card 


Plans have been completed for the 
annual Northern California agency 
management conference, to be held 
Ort. 30 at Berkeley. 

There will be panel discussions, a talk 
on prduction and sales promotion meth- 
ods by T. H. Tomlinson, manager of 
western agencies for the Bankers Life of 
Iowa, and talks on agency matters by 
Dr. A. C. Olshen, vice-president, West 
Coast Life; Harry E. Wilkinson, di- 
rector of agencies, western home office 
of Prudential, and Robert Wall, new 
agency manager for Union Central at 
San Francisco. Paul Stewart, Phoenix 
Mutual, is arranging a special panel on 
agency problems. 





Myron E. Dean, senior consultant 
for L.I.A.M.A., discussed “Recruiting 
and Selection” at the management 
seminar sponsored by the Little Rock 
(Ark.) managers. 


AGENCY NEWS 


Mutual Benefit Life Awards 
to Ramsey and Hintzpeter 


The Lloyd Ramsey agency at Mem- 
phis is the winner of the Harry W. 
Jones award of Mutual Benefit Life. 
The award is based on the ratio of 
actual to expected policy lapses on 
business sold in 1949 and 1950. The 
Ramsey agency had the lowest lapse 
ratio among the company’s 72 agencies. 

The Ervin D. Hintzpeter agency at 
Bozeman,, Mont., won the James R. 
Trimble award. The agency had the 
best record of persistency, based on 
business on the books in 1951 which 
was sold in the preceding ten years. 

The William T. Earls agency at Cin- 
cinnati was runner-up for both awards. 














Equitable of Iowa Leaders 


The Smart general agency of Equi- 
table of Iowa at Detroit led all com- 
pany agencies with $617,229 in Sep- 
tember production. The Hoghe agency 
at Los Angeles was second, and the 
Griffin, Ingram & Pfaff agency, Chi- 
cago, placed third. 





Ralph V. Sundquist, Chicago man- 
ager for Jefferson Standard Life, was 
host at a luncheon for the members of 
the agency on the occasion of a visit to 
the office by Howard Holderness, presi- 
dent; George K. Cavenaugh, vice-presi- 
dent and treasurer, and Karl Lijung, 
vice-president in charge of agency op- 
erations. 





The Kodani general agency for Otcci- 
dental of California at Los Angeles, will 
award Thanksgiving Day turkeys to its 
leading producers. 





The Tampa (Fla.) agency of State 
Mutual Life led all company agencies 


in September production. 





RECORDS 


Equitable Life of Iowa recordeg its 
largest September production in com. 
pany history with $10,657,491 in Daig 
business, The September volume 4g 
brought third quarter production figure 
to $89,440,014, another company record 
In addition September marked the high. 
est insurance in-force increase at $6. 
846,687, : 

Paid production for September fo 
State Mutual Life totaled over $9% mil. 
lion, a 38% increase over September ot 
last year, and a company record, 

Sales for the first three quarters reach. 
ed $9542 million, a 14% gain over th 
same period of 1951, and another recorg 

September production for Northwest, 
ern Mutual Life totaled $35 million, ay 
increase of 16% over the same month 
of last year. September also marked the 
eighth month in which production ey. 
ceeded that of the corresponding month 
of 1951. Sales through the third quarte 
reached $364 million, a gain Of 16% ove 
last year and a company record, 

September production for Guarante 
Mutual Life was up 16% over Septer der 
of last year. A. & H. production scoreg 
a 132% gain for the same period, 

Production for the first nine months 
for Northwestern National Life totale 
$65,304,000, a 10% gain over the first ning 
months of last year. September business 
reached $5,943,000, a 13% increase over 
September of last year, and a record for 
the month. 

Ohio State Life production for Septem. 
ber was the largest of any month go far 
this year. 

Great-West Life production totals for 
the first nine months exceed any prior 
comparable figures, and are greater than 
any full year’s production before 1959, 
September marked the eighth consecy. 
tive month in which placed business 
exceeded the best previous corresponding 


month, amounting to $22,034,353 as 
against $20,120,602. Applied business 
totalled $26,780,511, an _ increase of 


$3,936,034. The Chicago agency led the 
entire company for the tenth consecutive 
month. 

Jefferson Standard Life closed the third 
quarter of the year with $1,111,684,044 
insurance in force, the gain during the 
third quarter being the largest in com. 
pany history. Insurance in force was up 
$72,777,858 over the first nine months of 
the year, exceeding by more than $1 
million the total amount gained by the 
company during the entire year of 1951, 
New sales for the first nine months to- 
taled eet up 21% over the same 


period in 1951. 


Anderson to Speak at L. A. 


O. Kelley Anderson, president of New 
England Mutual Life, will address a 
group of 300 southern California busi- 
ness leaders and company representa- 
tives at a luncheon Oct. 23 at Los An- 
geles. He will discuss the company’s 
present and future stake in California 
and business problems resulting from 
inflation. 

Also attending from the home office 
will be Walter Tebbetts and George L. 
Hunt, vice-presidents; Charles F. Col- 
lins, 2nd vice-president and agency sec- 
retary, and Homer C. Chaney, 2nd vice- 
president and director of agencies. 











Junior Actuaries Hear Myers 


Robert J. Myers, chief actuary of the 
social security administration, was guest 
speaker at the October meeting of the 
junior branch of the Actuaries Club of 
New York City. He reviewed current 
amendments to the social security act, 
and discussed future developments 
the field. 





OLD 








JAMES H. JARRELL, President 





EPUBLIC 


OLD REPUBLIC CREDIT LIFE INSURANCE COMPANY 


Specialized Insurance Service 
Safeguarding Consumer Credit 


Regional Offices: Birmingham, Ala. @ Denver, Colo. @ Washington, D.C. 
San Francisco, Calif. @ Columbus, Ohio @ Tulsa, Oklahoma 






HOME OFFICE: Chicago, Illinois 
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The speakers’ roster was completed by 
Henry Fouts of Bankers Life of Ne- 
praska, Lincoln; Russell W. Steger of 
New England Mutual at Champaign, 
Ii; Lester O. Schriver, general agent 
for Aetna at Peoria, Ill., and Arthur 
Priebe of Penn Mutual at Rockford, Ill. 
The evening before the congress, Mr. 
Hamill discussed “Recruiting, Selection, 
and Training,” at a banquet of the Dav- 


enport managers. 





Plan Tennessee Institute 


The second annual Life Underwrit- 
es Institute sponsored by the Ten- 
nessee Assn. of Life Underwriters and 
the University of Tennessee, will be 
held at Knoxville, Oct. 31-Nov. 1. E. H. 
White, vice-president of R. & R. Serv- 
ice of Indianapolis, will be moder- 
ator, and Larry Pratt, general agent for 
Penn Mutual, Knoxville, will _be pro- 
gram chairman. Close corporations and 
estate planning will be discussed. 


St. Louis Fetes Old-Timers 


St. Louis Assn. of Life Underwriters, 
marking its golden anniversary year, 
honored 458 local agents with 20 years 
or more as personal producers at a 
luncheon addressed by Holgar J. John- 
son, president of the Institute of Life 
Insurance. Following Mr. Johnson's 
tak on “A Third Party Aid in a Com- 
petitive Market,” souvenir programs 
were distributed to the veterans. 





Minehan to Address Leaders 


William B. Minehan, secretary of 
Northwestern Mutual, will speak at the 
annual meeting of the Leaders Club of 
Indiana Assn. of Life Underwriters at 
Turkey Run, Ind., Nov. 24-25. Pros- 
pects for strengthening the state agent 
qualification law will also be covered. 
The club has already proposed written 
examinations as a requirement for per- 
manent agent licenses. 


Steubenville, 0.—Officers installed were 
John Dinello, district manager for West- 
ern and Southern Life, president; Eugene 
Rowland, general agent for Lafayette 
Life, Ist vice-president; Michael D. Ka- 
vulla, 2nd vice-president, and Stanley 
Paprocki, secretary-treasurer. 
Vincennes, Ind.—Dwight H. Swope, 
field manager for the social security ad- 
ministration, covered recent changes in 
the social security law. Action was taken 
to change the association’s designation 
to Wabash Valley, since local member- 
ship is predominantly from southern 
Indiana, and Illinois. 
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Speakers 
Silver Springs (Md.) branch will be. - 


South Bend, Ind.—Robert R. Girk, Min- 
neapolis attorney, pointed out some re- 
cent changes in business insurance as 
they affect the agent. 
Wichita—Members have been assigned 
to cover the downtown section for the 
community chest campaign. 

Topeka—T. Lynn Prewitt, supervisor 
for Mutual Benefit at Kansas City, spoke 
at the opening fall meeting. 

Muncie, Ind.—Hastings A. Smith, gen- 
eral agent for New England Mutual at 
Indianapolis, president of the Indiana 
association, was guest speaker. 
LaPorte, Ind.—Plans for the coming 
year were further discussed at the Oct. 
16 meeting. The C. L. U. course, begun 
Sept. 19, is in full swing. 
Pittsburgh—‘“Let’s Get Back to Brass 
Tacks Selling,” will be discussed by 
Norman T. Carson, agency vice-president 
of Security Mutual of Binghamton, at 
the Oct. 23 gathering. 

District of Columbia—Grant L. Hill, 
vice-president and director of agencies 
for Northwestern Mutual Life, discussed 
‘More Frosting on Your Cake.” Contribu- 
tions to the N.A.L.U. building fund from 
countrywide membership -total $108,000. 
at the Oct. 23 breakfast of the 








John D. Marsh, general agent for Lin- 
coln National, vice-president of the Na- 
tional association; C. Carney Smith, gen- 
eral agent for Mutual Benefit, and H. 
Cochran Fisher of Aetna Life. Both are 
national committeemen. Mr. Fisher is 
also a past trustee of N.A.L.U. 

Springfield, Mass.—Harry C. Copeland, 
Jr., general agent for New England Mu- 
tual at Syracuse, N. Y., covered a num- 
ber of interesting sales ideas at the 
October meeting. 

Toledo—John D. Moynahan, manager 
for Metropolitan Life at Chicago and a 
past president of N.A.L.U., spoke. 

Passadena-San Gabriel Valley—H. Dix- 
on Trueblood, director of advertising and 
public relations for Occidental of Cali- 
fornia, discussed direct mail prospecting 
in a talk on “Guided Missives.” 

Charleston, S. C.—Charles J. O’Connell, 
assistant vice-president of New York 
Life, discussed the production opportuni- 
ties offered through social security. 

Springfield, I11l.—Dawn A. Smith, Equi- 
table Life of Iowa, Rockford, president 
of the Illinois association, addressed a 
luncheon meeting. 

San Antonio—Highlights of the N.A.- 
L.U. convention were reviewed by G. 
Archie Helland of Connecticut Mutual 
Life, past president of the Texas associa- 
tion, and Marion Coulter of Paul Revere 


Life, president of the San Antonio asso- 
ciation. R. N. Lewis of Great National 
Life, chairman of the legislative commit- 
tee of the Texas assocation, and Zallie 
Steakley, attorney for the Texas associa- 
tion, also spoke. 

Johnstown, Pa.—Charles J. O’Connell, 
assistant vice-president of New York 
Life, spoke. 

Roanoke—G. Frank Clement, vice- 
president of agencies for Shenandoah 
Life, pointed out the value of training 
to life producers. 

Johnson City, N. ¥.—Greater Endicott 
association held a joint dinner dance. 

Appleton, Wis.—Allan F. Smith of the 
University of Michigan, discussed per- 
sonal life trusts at the October meeting 
of the Fox River Valley association. 











More Speakers Listed for 
Rye Management Parley 


Additional speakers have been an- 
nounced by the L.I.A.M.A. for the 
Atlantic Alumni Assn. management 
conference Oct. 23-24 at Rye, N. 
The entire second day will center on 
a reexamination of the job of selling 
life insurance. William T. Beadles, dean 
of Illinois Wesleyan University will 
compare the opportunity in selling life 
insurance with other selling jobs and 
Dr. Karl W. H. Scholz, professor of 


economics at University of Pennsyl- 
vania, will look at the market for life 
insurance in the present and future 
economy. The life insurance career from 
a young man’s viewpoint will be re- 
viewed by A.C.F. Finkbiner, Jr., North- 
western Mutual, Philadelphia. 

Carr Purser, New York general agent 
of Penn Mutual, will’ analyze life in- 
surance selling from the manager’s point 
of view and will summarize the meet- 
ing. M. Roos Wallis, Philadelphia gen- 
eral agent of Equitable of Iowa, will 
preside at that session. 


Ft. Worth Council Sets Meet 


Fort Worth Business and Estate Plan- 
ning Council will open its fall season at 
a dinner meeting Oct. 21. Charles W. 
Hamilton, vice-president of the council 
and trust officer of the National Bank 
of Commerce, Houston, will discuss the 
roll of the wife in estate planning. 


Chicago Trust Council Meets 


Chicago Life Insurance & Trust 
Council Oct. i5 presented a version 
of “Post Mortem of Simon Self-Made,” 
a dramatized analysis of the home-made 
will, first presented at a joint meeting 
of Boston Life Insurance & Trust Coun- 
cil and Boston’ C.P.C.U. chapter. 
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THE PRUDE 


INSURANCE COMPANY 


Home Office: Newark, N. J. 


Canadian Head Office, 
Toronto, Ont. 











MAIL THIS COUPON > 


A mutual life insurance company 


“‘Prudential’s LIFE DEPARTMENT plan. 
makes LIFE selling easier for me” 





Morton Lachs (left) of Sternback & Lachs, Rockaway Park, 
New York, presents a Life plan to one of his clients with the 
help of a Prudential Life Specialist. 





“I'm a general insurance man. I used to sell very little life insurance. But now whenever I 
get a chance to sell LIFE to a regular client, I first make an appointment. Then I phone my 
Prudential Agency. Their Life specialist makes tke sales call with me as my LIFE DEPART- 
MENT. I get all the commissions.” 


It’s as easy as that. Let Prudential serve as your LIFE DEPARTMENT. We'll make it easy 
for you to sell Life along with your regular business. 


For details about Prudential’s LIFE DEPARTMENT plan, call your nearest Prudential Ordi- 
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well-balanced 


ell-balanced company is, we believe, a company 


. .. whose financial position is strong 
.. whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 
. .» whose policy contracts include all funda- 
mental coverages... 


> 
= 
eS 


— 
ct 
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a company 

... whose contributions to its industry have 
been recognized as outstanding 

. .. whose growth has been steady and uniform 

... Whose size is sufficiently large to assure 
confidence and prestige 

... whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 

... whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 







The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 


EN 
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LIFE INSURANCE DEPARTMENT 


and promotional facilities to help 

a complete life insurance depart- you serve your clients’ needs 

ment, providing every facility of more completely. 

a major life insurance company, ok 3h 

has been organized by Connecti- Find out how its service can 

cut General. Brokers now using prove worthwhile to you...con- 

this unique service find it ex- tact your nearest Connecticut 

tremely helpful and profitable. General office or write to Con- 
Your Own Life Insurance De- necticut General Life Insurance 

partment offers a variety of sales Company, Hartford, Conn. 


FOR THE INDEPENDENT BROKER 


Connecticut General 








CHANGES 


U. S. Life Names Baron 
General Agent at Brooklyn 


United States @ 
Life has named @& 
David H. Baron 
general agent at 
Brooklyn. He was 
formerly _ broker- 
age supervisor for 
National Life of 
Vermont. Mr. Bar- 
on entered the 
business with that 
company in 1948, 
and became_brok- » ; 
erage supervisor in — 
1950, He is a vet- D. H. Baron 
eran. 











Guarantee Mutual Life 
Names Hiller, Baird, Weber 


Guarantee Mutual Life has appointed 

Alfred J. Hiller general agent at Nor- 
folk; Philip P. Baird general agent at 
Seattle, and Robert L. Weber general 
agent at Denver, succeeding his broth- 
er, John H. Weber. 
. Hiller has been with the com- 
pany since 1941; Mr. Baird since 1947, 
and Robert L. Weber since 1948. All 
are veterans of the last war. 





Head New Coast Agencies 


Standard of Oregon has named Ray 
L. White manager of a new agency at 
Fresno, Cal., and Fred H. Massey man- 
7“ for the new agency at Long Beach, 

al. 

Mr. White entered the business in 
1935 with Northern Life of Seattle and 
later became an assistant manager. He 
was also a general agent for Equitable 
of Iowa. He is one of the founders 
and a past president of the General 
Agents & Managers Assn. of Central 
‘California. Mr. Massey entered the 
business in 1939 with National Life & 
Accident. 





Hawaii Agency Names Schrader 


Dean C. Schrader has been appointed 
manager of the life department of the 
Brainard & Black agency of United 
States Life in Hawaii. Mr. Schrader an 
air force veteran, has been in the busi- 
ness at Honolulu for four years and 
— recently has represented Trav- 
elers. 





Advance Darrell at Baltimore 


State Mutual Life has appointed Fran- 
cis S. Darrell associate general agent of 
the Harry I. Warren agency at Balti- 
more. 

Mr. Darrell, who joined State Mutual 
in 1941, is a navy veteran. He has served 
as agency supervisor. 








Mutual Funds’ Requirements 


Relaxed; Broaden Appeal 


NEW YORK — Alteration of re- 
quirements for mutual fund shares to 
make them easier to buy and more at- 
tractive are adding pressure to the ap- 
peal of these investments among life 
insurance prospects. 

Most of the changes revolve around 
the amount required for investment. 
Most of the funds require an initial in- 
vestment of $250 with coresponding 
monthly investments. But some have re- 
duced the initial amount to open an ac- 
count of this type. Monthly investments 
are correspondingly reduced. 

‘Relaxation of these requirements is 
exemplified by Selected American 
Shares, Inc. While the initial cash in- 
vestment is $250, after that the in- 
vestment can be $25 monthly, bi- 


monthly or quarterly, the only require- 
ment being that in one year the tota 
investment reaches $200. 

Through these arrangements, the mu- 


tual funds are obviously soliciting py, 
tential investors with attractive 
easier offers. The funds find that ong 
a client develops the habit of invest; 
he automatically puts his surplus fun 
into the account. It is because of t 
later that some of the more rigid 
quirements have been eased. 

Various plans are offered by the m, 
tual funds. Broad St. Sales Corp, 
through which it is possible to by 
shares of Broad St. Investing Cop. 
National Investors Corp., and Whit. 
hall Funds, Inc., requires a first pay. 
ment of at least $250. However, shoyij 
the investor already possess fund share 
valued at $250, a plan may be starte 
with a minimum investment of $50, Sy. 
ceeding investments may be for $y 
every month, two months or thre 
months. 


General Agents of Mutual 
Trust Plan Chicago Meet 


The General Agents Assn. of Mutual 
Trust Life will hold its annual meeting 
Oct. 23-24, at Chicago. j 

A panel on “Successful Agency Build. 
ing” will open the meeting. Members 
will be Shirley Clark, Cedar Rapids 
Ia.; Harold Hayward, Chicago; Lester 
I. Lester, and Arthur L. Tiedemann, 
both of New York City. William £ 
North, manager for New York Life z 
Chicago, past president of the Illinois 
Assn. of Life Underwriters, will speak 
at the closing session. Harry D. Fagin 
of Decatur, IIl., will preside. 





How many 


NO SALE’s 
do you ring up? 


Your Sales Depend 
on Prospect Benefits. 


Pacific National Life's investment 
policies give you the increased 
premium income the times demand 
because they are patterned to fit 
the public's needs. 


Write Kenneth W. Cring today 
about the sales opportunities and 
General Agency openings available 
with... 


PACIFIC NATIONAL 
LIFE ASSURANCE CO. 
Salt Lake City, Utah 
Ray H. Peterson, President 
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GALES IDEAS 


OF THE WEEK 
Michigan Caravan 
Reaches 850 Agents 


The sales caravan sponsored by Mich- 
‘oan Assn. of Life Underwriters had 
prospecting pointers for more than 850 
agents in stops at nine cities. 

Speakers on the itinerary were George 
T, Guerre, Ohio National Life, Lansing, 
and Albert M. Orgain, assistant vice- 
president weekly premium division of 
Life of Virginia. iy. 

Mr. Guerre, former halfback at Michi- 

State College, emphasized the fol- 
jowing six advantages of setting a high 
prospect quota: (1) It gives the agent 
a feeling of being constantly “in busi- 
ness”; (2) The agent is kept out of 
gales ruts; (3) The system provides a 
steady income; (4) It builds a broad 
clientele for repeat sales; (5) Prospect- 
ing worries are lessened, and (6) the 
system builds prestige with a greater 
number of cases. In his sales approach, 
Mr. Guerre said he instructs the pros- 
pect in life insurance needs, thereby al- 
lowing him to sell himself. 


Industrial Man Does Vital Job 


Mr. Orgain urged the producers to 
strive to render real service in every 
sales effort, whether it be in program- 
ming or term cases. He added that the 
industrial agent does as vital a job in 
his own field as the professional pro- 





grammer. ‘ ; 

Louis Pohl, manager of Life of Vir- 
ginia at Pontiac, association president, 
introduced the speakers. Roy Mathews, 
assistant state manager of Wisconsin 
National Life at Flint, association vice- 
president, was caravan chairman. Pon- 
tiac, Frankenmuth, Flint, Bay City, Sag- 
inaw, Lansing, Jackson, Kalamazoo, and 
Grand Rapids were visited. 


List 10 Ideas for 
Closing That Sale 


Here are 10 ideas for closing from 
the Production News of Sun Life of 
Maryland: 

1. Talk benefits to the prospect. Show 
him what he will gain if he signs the 
application promptly. 

2. If he says, “Come back later,” show 
him that the cost will be higher later. 

3. Skip the tricks. Most of the old- 
so-called “closing tricks” never worked 
well anyway. Be honest, be sincere, be 
enthusiastic. 

4, Try to get the prospect in an agree- 
able frame of mind before you ask him 
to buy. Get him to agree on three 
simple points, then ask for the signa- 
ture. 

5. Note on a piece of paper what the 
prospect has to gain and show it to him, 
using any figures you have available to 
show actual gains or dollar benefits. 

6. Sum up the closing points as 
though you were writing the prospect a 
high cost telegram. Get the main fea- 
tures down in as few words as possible. 

7. Emphasize the high cost of not 
buying. Show him what he stands to 
lose if he postpones buying for one 
month, two months, or six months. 

8, Explain, “You will never again be 
able to buy this as cheap as you can 
today.” 





) 9. If he hesitates, stay long enough 
jto determine the real reason, not the 


' Stated reason, which causes him to hesti- 
tate. Once you know the real reason, 
you can overcome it. 
10. Have an alternative proposition 
ready to offer, in case he turns down the 
first one. 


Appointment Time-Table 

A check by Equitable Items of Equi- 
table Society on the best times to see 
Prospects, turns up this time-table: 


Executives and business heads, after 
10:30 a.m.; physicians and surgeons, be- 
tween 8-11 a.m., 1-3 p.m., and 7-9 p.m.; 
dentists, before 9:30 a.m., and lawyers, 
between 1-2 p.m. 

Bankers and brokers should be seen 
before 10 a.m., or after 3 p.m.; contrac- 
tors and builders, before 9 a.m., or after 
5 p.m.; druggists and grocers, between 
1-3 p.m.; merchants and department 
heads, after 10:30 a.m.; chemists and 
engineers, 4-5 p.m. 








New Chicago Pension Firm 


Hazard-Behrns Corp. has been formed 
at Chicago to provide service on pen- 
sion and profit-sharing plans. Principals 
are Paul A. Hazard, Jr., life member 
of the Million Dollar Round Table, presi- 
dent; George C. Behrns, general agent 
of New England Mutual Life, vice- 
president; Thomas O’C. Lane, director 
of field service, and Richard F. Behrns, 
technical director. 

The corporation will offer sales, con- 
sulting actuarial and adminstrative staffs 
to service pension plans, profit-sharing 
trusts, executive-compensation plans and 
group coverages. It will work with 
brokers on joint commissions and/or a 
fee basis. 


Tex. Life, A. & H. Control 
Needs Jacking Up: Butler 


Need for a Texas law giving the 
state the right to approve life, health 
and accident policy forms was expressed 
in Dallas by Commissioner Butler, who 
spoke at a dinner meeting of Texas 
A. & H. Claims & Underwriters Assn., 
which is headed by R. B. Donovan, vice- 
president of United American. He said 
such a law is necessary to prevent fed- 
eral control of the business. 

“A congress,’ he said, “can always 
be convinced not to take over the in- 
surance business if you have the proper 
state laws on insurance, which we do 
not have to control the life, accident 
and health business in Texas.” 

“Unless you have good underwriting 
and good claim practices and no mis- 
representation among your agency 
forces, you might be faced with a bill 
in Congress which would do away with 
Public Law 15 and put the entire in- 
surance business in the hands of the 
federal government. One bad misstep by 
the A. & H. industry, since the federal 
government seems to have its left eye 
on you, could cause some legislation in 
Washington which nobody wants.” 

Mr. Butler urged better professional 


education for agents and the importance 
of “having your agents insist that the 
policyholder read his contract.” 





Study Wisconsin Taxes 


Commissioner Lange has prepared an 
analysis of the Wisconsin system of in- 
surance taxation, showing how it com- 
pares with levies of other states. 

The survey was made at the request 
of a legislative interim committee and 
the assumption is that the insurance 
laws may be simplified. The study 
shows that the state’s taxing methods 
are complex and bear little relation to 
those of other states. 


Awards 11 Actuarial Prizes 


Eleven mathematics students at five 
Canadian universities were awarded the 
actuarial prizes offered annually by 
Canadian Life Insurance Officers Assn. 

The awards go to candidates writing 
the preliminary examinations of the So- 
ciety of Actuaries, and their purpose is 
to encourage study in actuarial science. 








Francis L. Merritt, vice-president and 
director of agencies for Central Life of 
Iowa, will speak at a dinner meeting of 
the Milwaukee managers, Oct. 24. 








Catastrophe 
Medical Coverage 


Hospitalization ... 
Individual & Family 


Aviation & Travel 
Accident... 


World-Wide Unusual 
and Extraordinary 
Special Risks 


A&H Income 
Protection ... 
Even for Life 
America’s Only 
Department Store of 
A&H&H Insurance 








No. 1 killer of men 


Doyble Indemnity serves a valuable pur- 
posé, but too often it is too limited. 
Consider this: Accidental death is the 


up to age 37... the 


No. 2 killer to age 44 . . . at any age a flouter of 













yaaa 


or pay for. 








medical science, a flaunter of mortality tables. 
Our “Maximum Accident Indemnity” policy will 
provide enough coverage for this sudden, unpre- 
dictable hazard .. . for any client, regardless of 
the amount of life insurance he can qualify for... 


Our many friends in the life insurance industry 
regularly use this exclusive facility to write double, 
triple or quadruple indemnity as an integral part 
of a well-planned life insurance program. It’s also 
a prime attraction for new clientele. 

You should know more about this clean, liberal 
contract—one of this company’s many unusual spe- 
cial facilities. Write today for full details about 
“Maximum Accident Indemnities,” a surprisingly 
low-cost coverage in any amount from $10,000 


to *200,000 


CONTINENTAL CASUALTY COMPANY 
310 So. Michigan Ave., Chicago 4 

Associates: Continental Assurance Company 

Transportation Insurance Company 

United States Life Insurance Company 
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Four Decades of Progress 


1912 TO 1952 









































$539,000,000 
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1912 rm 1923 1932 1942 To Date 
—— INSURANCE IN FORCE -------- ASSETS * +++ *BENEFITS TO POLICYOWNERS 


1. An all time high in new sales, $116,000,000 in 1951 (includes reinstatements and 
revivals) 





2. $539,000,000 of insurance in force 

3. Assets of $130,000,000 — Surplus, $8,500,000 

4. Benefits paid to Policyowners and Beneficiaries — $123,570,000 

&:-¢é plet lization 

5, The pletion and occupancy of our new $3,000,000 home office building 





Here’s The Reason 


We HAVE: A. A WELL-TRAINED SALES ORGANIZATION 
B. ARMED WITH EXCELLENT SALES TOOLS and HIGHLY COMPETITIVE SALES 
MERCHANDISE 
C. A LIBERAL COMPENSATION PLAN . . . INCLUDES 


3. A Non-Contributory Pension Plan 
4. Disability Benefits 








1, Free Hospitalization 
2. Group Insurance up to $6,000 
The progress of Pan-American Life Insurance Company is measured by the ability and 
success of its agency organization. 


For Information Address 
CHARLES J. MESMAN 
Superintendent of Agencies 
PAN-AMERICAN 
LIFE INSURANCE CO. 
NEW ORLEANS, U.S.A. 








CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 






























#/000x5- 5000 


= 


Junior Estate Plan 
Increases 5 Times at Age 21 
at NO INCREASED COST! 


Our Junior Estate Plan provides a permanent 
insurance estate in the form of a practical, sound 
thrift program for all persons under age 15. 

No increase in cost at age 21 . . . no further 
medical examination . . . cash and loan values 
available . . . paid-up policy and retirement 
values at age 65 or earlier. 










for full particulars write to 
WM. D. HALLER 
Vice Pres. and Agency Manager 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Concord, New Hampshire J 














N. Y. Department 
Answers CIO Suit 


(CONTINUED FROM PAGE 1) 





temporary injunction against the su- 
perintendent, the plaintiffs are clearly 
attempting to obtain the same ultimate 
relief which they seek as a permanent 
disposition of this case,” the affidavit 
states. “Thus, they would have this 
court summarily invalidate expense limit 
provisions which have been in effect 
for 44 years . .. the expense limit 
provisions referred to in both sections 
have met with the uniform acquiescence 
of all parties subject thereto over this 
long period of years. ... 

“The plaintiffs themselves admit their 
own doubt as to the existence of any 
constitutional question at all. Compare 
for instance paragraph 26 of the com- 
plaint (the statute prevents increased 
compensation) with the following in- 
consistent paragraph 27 (the statute 
does not prohibit increased compensa- 
tion). This serves to emphasize the lack 
of any real merit in the inclusion of 
the superintendent of insurance as a 
defendant in this action and in the com- 
plaint for a temporary injunction made 
herein.” 

Mr. Harris argues that there is no 
justification for the injunction action 
or the motion for a temporary injunc- 
tion. He points out that the question 
of revision of the statutory expense limit 
has been under consideration by the 
legislature for some time, and that it is 
still under consideration. He also makes 
the point that the union took its time 
in bringing the suit and hence it is 
apparent that no substantial reason ex- 
ists which would require “the invoca- 
tion by this court of its rarely used 
power to issue a temporary injunction 
restraining enforcement of a state stat- 
ute which has been in existence for such 
a long period of years.” 

The affidavit also points out that the 
superintendent is in no position to make 
any statement as to whether the Han- 
cock has reached the statutory expense 
limit for 1952, since this could only be 
determined when the company files its 
annual report at the end of the year. 


“Clash” Non-Existent 


The affidavit contends that the al- 
leged clash between the sections of the 
insurance law and the agents’ collective 
bargaining rights is non-existent and 
that “nothing in the statute is calculated 
to or does affect the lawful bargaining 
rights of agents.” 

“The reference by the plaintiffs to 
‘investment income’ and ‘large surpluses’ 
is misplaced,” the affidavit states. “The 
investment income and surpluses do not 
belong to the company in the same way 
that such moneys belong to an ordinary 
business corporation. They are moneys 
paid in by the policyholders together 
with the rate of interest brought in 
thereon, which are required to main- 
tain the reserves held for such policies 
in accordance with the rate of interest 
assumed which is guaranteed by the 
company at the time of the issuance of 
the respective policies.” 

As for the plaintiff’s contention that 
section 213 is complex, the affidavit 
freely concedes this but states that “the 
contention of the plaintiffs that section 
213 is vague to the point of uncon- 
stitutionality is simply frivolous. The 
statute has been in existence and admin- 
istered successfully for over 44 
years and it could scarcely be seriously 
argued that it suffers from constitutional 
vagueness . . . The plaintiffs are evi- 
dently impatient with the legislative 
study of the question which is still con- 
tinuing and are endeavoring to substi- 
tute the judment of this court for that 
of the legislature.” 


Davis San Antonio Speaker 


San Antonio Assn. of A. & H. Un- 
derwriters heard Bond Davis of Boyle, | 
Wheeler, Gresham & Davis, attorneys 


for American Hospital & Life, spe 
on “Claim Settlement and an Autopsy" 





Conn. Mutual Has Seming 


Methods for recruiting, selecting and 
training new men _ were  discusse 
at an agency management  trainj 
seminar at the Connecticut Mutual Lig 
home office. Other discussion topic 
were business management and agency 
development. 

Raymond W. Simpkin, agency vic. 
president, was in charge. Others on th 
program were Vincent B. Coffin, senior 
vice-president; Horace R. Smith, supe. 
intendent of agencies; Robert B. Pro. 
tor and Clifford R. Walker, assistay, 
superintendents of agencies; James |, 
Russell, assistant agency secretary; Mg. 
vin G. Campbell, Jr., agency assistant, 
and Ralph H. Love, general agent x 
Hartford. 





Twenty-one new agents representing 
agencies ranging from New York tp 
Honolulu attended New England Mp. 
tual’s 2ist new agents training course 
at the company’s home office. 





Life & Casualty is sponsoring a 10. 
day training school for 40 company sy. 
perintendents at Nashville. J. P. Byrne 
agency vice-president, is director, 


WANT ADS 











Rates $13 per inch per insertion — | inch mini. 
mum. Limit—40 words per inch. Deadline Tues. 
day morning in Chicago office — 175 W. Jack. 
son Blvd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition ; 








ASSISTANT ACTUARY 
An Associate of the Society of Actu- 
aries or at least 5 exams . . . pref. 
arably under 35. 
To join a company that — 

@ is just the “right” age — old 
enough to be well established and 
young enough to be expanding 
rapidly. 

@ is just the “right” size — large 
enough to offer you room to de- 
velop, yet small enough to give you 
well-rounded experience in pensions 
and life insurance. 

@ has a tradition of developing 


new ideas. 
Reply to N-58, The National 
175 W. Jackson Blvd., Chicago 4, 


Underwriter, 
Ilinois. 





experi: 
| ence, age and. number of counties desired in 


DISTRICT AGENT FOR 


NEBRASKA 
Old Established Mid-Western Insurance Com: 
pany with an enviable reputation for Agency 
and Policyholder service for 50 years has an 
for a man EXPERIENCED IN SELL- 


opportunit 
ING LIFE, HEALTH AND ACCIDENT AND 
HOSPITALIZATION INSURANCE. Must be an 


aggressive salesman able to manage own busi- 
ness and train others successfully. Top writing 
and renewal commissions plus monthly bonuses 
and sales aids to the right man. Give 





request for appointment. 

FIDELITY HEALTH AND ACCIDENT 
MUTUAL INSURANCE COMPANY 
Fidelity Building 
Benton Harbor, Michigan 








Progressive Insurance Company writing 
all modern up to date forms of Life, 

Annuity, . Health, Accident and. Sub- 

standard Insurance. Interested negotict- . 
ing for manager of any State, Territory 

or Nation that we are not operating in” 
at present. Will give financial assistance 

for developing territory. Write or wire 
A.M. Miller, President. 


North America Insurance Company 
‘ 1800 Block Southmore Boulevard 
Cable Address: NMC O 
Houston 4, Texa 
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Financial Section Stresses Changes 


(CONTINUED FROM PAGE 1) 





Le 

here large new issues have been under- 
pe so that they will sell, by and large 
our problem now is to buy bonds that 
we are reasonably sure that we want to 
keep for many years, and we are getting 
back to the principle that we really do 
buy securities for the purpose of getting 
our income each six months when due 
and our principal at maturity. Many of 
the securities we are buying today will 


give us no other choice.” 


WIDER SELECTION 


Mr. Anthony said that today there is 
, much wider selection as to what bonds 
a company will buy and what it will let 
pass by. There was a time only a rela- 
tively few years ago when it was almost 
a case of buying everything that came 
along. Far from being bad, the new con- 
dition is, in Mr. Anthony’s opinion, very 
good, for it gives the companies much 
more room for choice than they previ- 
ously had and gives much more room 
for the play of management, enabling 
them to select some principles of invest- 
ment which investment officers believe 
in and carry through a program involv- 
ing them. 

A concomitant result of the increase 
in interest rates is the widening of the 
spread between the best quality and me- 
dium quality bonds, said Mr. Anthony. 








Compares Two Issues 


“This was brought home to me very 
clearly about two weeks ago when on 
the same day the Duquesne Light Co. 
and the Pacific Power & Light Co. each 
sold new issues of first mortgage bonds. 
The Duquesnes were sold to yield 34%%; 
the Pacific Power & Lights were sold 
to yield 3.65%. Both were 30-year bonds 
but the Duquesnes were rated AAA by 
Moody while the Pacific Power & 
Light’s Moody rate is Baa. The yield 
spread was .53%.” 

Mr. Anthony pointed out that five 
years ago these companies both sold 
30-year bonds but the spread was then 
41% and in 1950 the two companies had 
sold bonds at a spread of .24%. Thus 
the spread has increased in two years 
from one-quarter of 1% to better than 
one-half of 1%. 


Counsels Caution 


While disclaiming any wish to be con- 
sidered a pessimist or prophet of dire 
economic conditions, Mr. Anthony said 
that “we must be realists, and I believe 
this is the time for caution.” This was 
in reference to possibilities of demands 
for cash exceeding income if there 
should be a prolonged period of bad 
times. 

Harry W. Manning, vice-president 
and managing director of Great-West 
Life, stressed the public relations im- 
portance of a life company’s investment 
activities. He said it is perhaps not 
sufficiently understood that the $70 bil- 
lion of so-called life insurance assets 
belong to 100 million policyholders. 

“Policyholders should have a greater 
opportunity than they have had in the 
past to observe their money at work,” 
Mr. Manning said. “Then, misconcep- 
tion, ignorance and distrust would give 
way to pride of ownership and admira- 
tion for the stewardship accorded. Mis- 
informed and subversive criticism would 
shrivel in the light of understanding. 
There is definitely scope for the invest- 
ment officer to make a contribution in 
this direction.” 





CITES EXPANSION 








Mr. Manning contrasted the relatively 
unimportant part of the life companies’ 
Mvestments some years ago with what 
the Situation is today. At that time the 
cOmpanies were very small investors in 
corporate securities and were looked 
upon mainly as a source of mortgage 


funds. Today, life companies are grouped 
with banks and the government to make 
up the three great collectors of the 
people’s savings. Industry, commerce, 
finance and government recognize the 
life companies as a most important 
source of capital funds. 

Listing some of the more recently de- 
veloped fields of investment that life 
companies have entered, Mr. Manning 
said that ‘“‘as we advance from the tradi- 
tional form of investment to these more 
recent types of securities and methods, 
the safety of such investments becomes 
more and more dependent on the care 
and scrutiny with which they are made. 
In fact, many new ventures are depend- 
ent upon the substance of life insurance 
resources and the useful participation of 
these monies in new ventures requires 
courage and foresight.” 


Research Needed 


Mr. Manning said broad and constant 
research is essential in order to throw 
light upon current conditions and to spy 
out the trends in the economy for the 
future. 

James C. Downs, Jr., president of the 
Real Estate Research Corp. of Chicago, 
pointed out how the “fantastic” rise of 


MMMM MMM 


motor transport—private automobiles, 
trucks and busses—in the last 50 years 
has completely revolutionized value cri- 
teria in urban real property. Decentrali- 
zation of trading areas and of the fac- 
tories has been due to the automobile 
as has the entire development of the 
peripheral sections of metropolitan areas 
in the residential field. Mr. Downs said 
these trends have all greatly increased 
the fluidity of values in urban areas. 


Industrial Forecasting and Research 


Earl P. Stevenson, president of the 
research firm of Arthur D. Little, Inc., 
Cambridge, Mass., spoke on the impor- 
tance of industrial forecasting and re- 
search, particularly in connection with 
chemistry. He said frequently promising 
research projects have to be shelved be- 
cause the industry can’t plan on finding 
enough technical manpower to see the 
projects through to commercialization. 

Pyke Johnson, president of the Auto- 
motive Safety Foundation, who ad- 
dressed the luncheon session, declared 
that a pressing need is an expanded road 
construction program geared to present 
transportation requirements. He said 
the highway problem is a costly one, 
both in lives and dollars, but it is one 
that can be solved. 

One of the most impressive and talked 
about addresses of the entire A.L.C. 
meeting was that of Max Freedman, as- 
sociate editor of the Winnipeg Free 





THE 
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Press, who spoke on “America’s Leader- 
ship in the Free World.” 


DeMian Sets Fast Pace 


Though appointed a general agent of 
Postal Life only last January, Harold 
DeMian of Forest Hills, N. Y., led all 
Postal agencies for September. His was 
also the first agency to reach its quota 
(in only 6% months), is the leader in 
the race for the President’s Quota 
Plaque, has the largest average size pol- 
icy for the year (more than $12,000), and 
ranks fourth for the year among all 
agencies. All of the agency’s business 
comes from brokers and surplus writers. 





Preside at Controllers’ Session 


G. E. Perino, auditor of New Eng- 
land Mutual, and Burnell H. Miller, 
vice-president of State Farm Life, were 
chairman and vice-chairman respectively 
at the life insurance session of the an- 
nual meeting of the Controllers Institute 
of America at Detroit. Topics included 
functions and _ responsibilities of the 
controller’s department, review of newly 
adopted form of annual statement, and 
expense control in budgets. 





The Clyde Wellman agency of Na- 
tional Life of Vermont at Memphis 
about Nov. 10 will move into new of- 
fices in the Klyce building at 21 South 
Cleveland street. 
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YOU 


THE HARVEST 


The corn is in the shock, the tobacco is in the 
barn, cotton pickers are in the fields, county 
fairs are in full swing, nights are crisp and days 
are growing short. It's harvest time. 


This fruition of the labors of all the year re- 
minds us again of Life Insurance and how it 
serves thoughtful people who plow under a 
part of each year’s income as a safeguard 


against the uncertainties of the future. 


The NATIONAL LIFE 
jj and ACCIDENT 


 (nowranee CZ 






INCORPORATED 


8 ill Home Office: NASHVILLE, TENNESSEE | 
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Level or Graded A.&H. 


Commission Plan Debated 


One of the major developments following the entrance of the life companies 
into the A. & H. field has been the adoption more and more of graded commis- 
sions. The life companies in nearly every case are paying a high first year com- 
mission with graded renewals, while the practice of the casualty companies 
has been to pay a level commission of from 25% to 35%. Arguments favoring 
each of these practices were advanced at the Bureau of A. & H. Underwriters’ 


meeting at Asheville, N. C., by Paul H. 


Rogers, Aetna Life, favoring level com- 


missions, and P. J. Burns, New York Life, advocating unlevel commissions. 





LEVEL PAYMENT 


UNLEVEL PLAN 





Mr. Rogers confined his discussion 
to the commercial field and to non-can. 
He noted that with some types of busi- 
ness unlevel commissions operate suc- 
cessfully, with other types the level 
commissions are best. The commercial 
A. & H. business of casualty companies 
is almost all on the level commission 
basis; with non-can companies it is 
all unlevel. The problems in one field 
are best solved by level commissions 
and certain practices, whereas in other 
fields they are best solved by unlevel 
commissions and different practices. 

Some casualty companies provide that 
the agents shall take the application, 
write the policy, collect the premium, 
handle and pay the claims, and in every 
way take the primary responsibility for 
the complete servicing of business. “I 
know of no company with such agency 
contracts that does not allow level com- 
missions,” Mr. Rogers said. At the 
other extreme, however, is a company 
that does only a non-can business and 
whose agents are expected to take the 
application, report the first premium 
and thereafter let the company take 
complete responsibility for premiums, 
claims, and other service matters. In 

(CONTINUED ON PAGE 23) 


Saving in the expense column of 
the A. & business is one of the 
major aspects of A. & H. that is re- 
ceiving attention today, Mr. Burns 
stated. The commission is the largest 
single factor in the expense, and ‘‘sav- 
ings in this area must be effected if we 
hope to succeed in returning more of 
the premium dollar to the public.” 

Under the unlevel scale of commis- 
sions the remuneration received by the 
agent for the original sale is a more 
realistic payment for services rendered, 
Mr. Burns declared. Life companies 
traditionally follow the unlevel pattern 
in life sales, and with some modifica- 
tion, this approach has also been iden- 
tified with the group business. Many 
companies using level commissions on 
their general business use the graduated 
scale for group. 

The sale of A. & H. coverage to 
more people and in more economic 
brackets can be effected if costs are re- 
duced, and Mr. Burns said the primary 
purpose for using the unlevel commis- 
sion schedule is to reduce expenses. Sav- 
ings must be made in the cost of ac- 
quiring the business. Under the unlevel 
schedule, commission costs over a 
period of five years, conservatively, will 
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Only a few years ago, a native Georgian, Dr. Charles Herty, 
envisioned multiple uses for the pine tree of the South. 
Through his experiments with sawdust and his pioneering of 
the reforestation of the South, Dr. Herty helped revolutionize 
the entire economy of the region. 

From his work has developed the multi-million dollar 
paper and paperboard industry which annually means more 
jobs and higher income to people throughout the South. 
Southern paper plants are currently shipping newsprint, cor- 
rugated cartons, kraft paper and other paper products for 
industrial uses to far-flung markets—another example of 
spectacular Southern progress. 

And through study and research, the Liberty Life organi- 
zation has constantly increased its ability to serve. Qualified 
representatives are assisting the people of the Southeast to 
obtain financial independence through the plan of life insur- 
ance best suited to their individual needs. 


LIBERTY LIFE 


INSURANCE COMPANY 


GREENVILLE, SOUTH CAROLINA 
Over $500,000,000 Insurance in Force 


an Industry! 


Home Office 








range from 17% to 20% as compared 
to 30% to 35% under the level schedule. 
The advantages of the unlevel commis- 
sion schedule affect the public, the 
agent and the company, he noted. 

The public benefits because the sav- 
ings can be reflected in expanded cover- 
ages, lower costs through reduced pre- 
miums or offsetting dividends, more 
liberal underwriting standards and non- 
technical claim handling. 

The career agent can capitalize on the 
advantages of an unlevel schedule despite 
the smaller income he may receive on 
any single policy. If he has a broader 
policy to offer, or the same policy at a 
lower price, he will make more sales 
than his competitor, Mr. Burns re- 
marked. When the sale is first made, he 
asserted, the agent is amply compensated 
for the time and effort expended. The 
agent’s income from this sale does not 
stop at this point, for he continues to 
receive a renewal or service commission 
on a reduced basis. Public acceptance of 
a “better deal for the money” should 
materially improve persistency and en- 
hance the value of renewal account. If 
the agent is properly trained and is 
aware of these possibilities, Mr. Burns 
said he can unquestionably raise the level 
of his over-all earnings. 


Saving in Marketing Cost 


A company with a branch office sys- 
tem, and with a conscientious agency 
organization can do an excellent job of 
providing for the needs of the public 
with the savings in marketing costs that 
will result from the use of the unlevel 
commission schedule. Basically, the 
speaker added, an operation of this type 
contemplates that an agent will devote 
more of his time to selling and less to 
servicing. That does not mean that the 
agents should lose interest in the policy- 
holder once the sale is made, but in re- 
cent years the average company has been 
assuming a larger share of responsibility 
in looking after the policyholders. When 
this is done, it follows that the agent will 
devote less time to servicing. The issu- 
ance of policies, direct billing and col- 
lection of renewal premiums, handling 
of changes and the servicing of claims 
“must be the functions of the company 
operation.” 


Better Control of Business 


While this additional handling may 
tend to increase administrative costs, 
much of it can be done more economi- 
cally by the company and it permits a 
tighter control of the business from one 
or more central sources. 

Mr. Burns termed the administrative 
problems under the unlevel method of 
secondary importance “when you oper- 
ate under the principle of giving the 
policyholder more value for his premium 
dollar.” 

The company operating under the 
level method would find it difficult to 
switch over to the unlevel, he added. 
“However, it will be in an unfavorable 
competitive position unless it finds a 
way. I know of one company which 
made this change and did it success- 
fully. Its persistency rate improved con- 
siderably under the new program.” 

After the switch is made the adminis- 
trative costs may be affected, with the 
degree depending on the amount of serv- 
ing assumed by the company. Safeguards 
are necessary to control the payment of 
the reduced renewal commission and the 
commission rates allowable on existing 
policies when they are reissued or 
changed so as to provide increased 
benefits. 


Must Watch Persistency 


Persistency will have to be watched 
carefully, for under the graduated scale 
it is contemplated that policies will re- 
main in force for an assumed period. If 
the practice of switching business to 
other companies becomes widespread, 
commission costs will actually increase 
rather than reduce. 

It is difficult to evaluate the service 
an agent renders his A. & H. clients, 
Mr. Burns observed. Many casualty and 
fire agents writing A. & H. admit that 


they spend more time servicing Othe 
types of policyholders. If this is 0, hy 
commented, the justification for Payin 
level renewal commissions on A, &E 
would seem questionable. 

“Theoretically, the practice of pay; 
a level commission also assumes that th, 
business must be resold each time it; 
up for renewal. Actually, this is not tru: 
of A. & H. If it has been sold well, ; 
will renew as well as life insurance Witt 
comparatively little service required , 
the agent.” 

To the argument that part of the sep, 
icing and justification for a level com. 
mission includes the issuance of policig 
by the agent, Mr. Burns said that Wit 
so many companies eliminating Standarj 
provision No, 16 from their policy form, 
(outlining the method by which a ¢op, 
pany may cancel) there has been |e 


Fidelity NZ 
Scores |) 
High 
Where It 
Counts 
Most 


Our leading producers have 
again reminded us that Fidel- 
ity Life scores high in: 


V Training Program 

V Field Supervisory Assistance 
V Sales Aids 

V Home Office Cooperation 
V Claim Service 

V Incentive Plans 


FIDELITY LIFE 
ASSOCIATION 
Home Office - Fulton, linols 
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THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 

i] 


&. R. OEMING L. J. BAYLEY 
President Secretary 


HOME OFFICE — SYRACUSE, N. Y. 
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OPPORTUNITY 
FOR CAREER PEOPLE 


If you are interested in making 
Life Insurance selling your career, 

If you want to become a Life In- 
surance Counsellor instead of a ped- 
dler of $1000 policies, 

If you want to make more money; 
then write to 


J. Allen Porterfield, Field Manager 
EQUITABLE RESERVE ASSOCIATION 
Neenah, Wisconsin 


(Good territory open for men or women in 
Illinois, Michigan, Minnesota and Wisconsin.) 
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vig eS up on premium collection and 
follow-up 


added. “In the years to come this de- 
velopment is going to have a marked 
effect on our business. Competition will 
make it necessary for companies to find 
ways to reduce costs and thus better 
serve the public.” ; 




















esters, died at Superior, Wis., following 
a long illness. He had been active in 
the society since 1922, and in the busi- 
ness since 1902. He was a delegate to 
the National Fraternal Congress sev- 
eral times. 





THE LAST 


We are now in the last quarter of the year, final 
period in which to complete the goal set for 1952. 


QUARTER 
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50th Anniversary Year 





anile The society has made progress so far, and it is con- 
fident that this year’s record of growth in member- 
ship, insurance in force and assets will compare most 1902 1952 
favorably with that of previous years. 
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3 INTEGRITY 


Dh cated abbas dad 


West Coast Life philosophy 
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is based on the belief that 
Integrity is the best public re- 
lations...that West Coast Life 
insured have a right to ex- 
pect that their policies will do 
all the Agent has promised. 


WEST COAST LIFE 


INSURANCE COMPANY 


HOME OFFICE SAN FRANCISCO 


ACCIDENT HEALTH 























“The Big Train.” During his major 
league career with the Washington 
Senators, Johnson appeared in 807 
games, winning 414, compiling a rec- 
ord of 3,497 strike-outs and 113 shut- 
outs. He wanted to win. He was a 


Champion. 








This young company has been in the major leagues of the in- 
surance industry since its beginning. In 20 years it reached the 
top 10% in the industry. In 25 years it had over $877,000,000 
of insurance in force. One Billion ahead for this Champion. 
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those operating on a graduated scale. 
The average commercial policy now 
stays on the books about 10 years, and 
the usual level commercial contract 
gives substantially more to the agent 
than the ordinary graduated contract. 

Mr. Rogers said that where the un- 
level basis is used, the persistency of 
business is likely to be affected by the 
fact that the agent after the first year 
or two may switch the business to an- 
other company for a large first year 
or flat commission policy. One life 
company with a long experience in this 
field tried many ways to prevent the 
rewriting of business by the agent in 
other companies and then returning the 
business to the original company, ex- 
pecting to get the first year commis- 
sion again. None of the schemes worked 
too well. As time went on and the 
agents became acquainted with the re- 
newal commissions received by agents 
of other companies, the plan became 
difficult to operate, and it had to be 
modified to include larger flat renewal 
commissions. The usual device that has 
been used to discourage transfer of busi- 
ness to other companies has been a 
provision which increases the benefits 
after the first year, or a provision for 
dividends to the policyholders. 

Reciting an experience of one com- 
pany which he said he believes is typ- 
ical, Mr. Rogers said it began to issue 
commercial policies, paying the agent 
35% of the first year and 74% on re- 
newals. The company could not main- 
tain the arrangement because of lapses 
and rewriting of its business in other 
companies. It changed to 25% on the 
first year premiums and 15% on re- 
newals. This modified the problem, 
but did not solve it. Finally the com- 
pany tried 20% first year and renewal 
with a 15% bonus on first year pre- 
miums for each agent whose premiums 
for the year amounted to $500 or more. 

“IT know of no plan for maintaining 
satisfactory persistency of regular com- 
mercial business written by ordinary life 
or casualty agents that has proven it 
will stand the test of time where com- 
missions are unlevel,” he said. 


Calls Criticism Unjustified 


In the commercial A. & H. field the 
most successful operations have been 
conducted by companies operating on 
the level commission basis where a sub- 
stantial degree of participation in the 
servicing of the business is expected of 
the agent, Mr. Rogers asserted. For 
many years there have been criticisms 
of commissions on commercial A. & H. 
business, but he said he has been unable 
to understand a reason for the criticism. 
“Certainly, in the casualty field, no one 
can say that the commissions on acci- 
dent business result in agents spending 
a disproportionate amount of their time 
on accident business and giving inade- 
quate attention to other lines. I have 
never heard casualty people complain 
that agents under ordinary’ conditions 
produce too much accident business to 
the detriment of other lines.” 

Neither life nor casualty agents re- 
gard earnings from accident business on 
the level commission basis as _ easy 
money, Mr. Rogers said, adding, “and 
it is not easy.” It is difficult to get 
casualty agents or life agents to spend 
any substantial part of their time on 
accident business. Both life and cas- 
ualty companies have had the problem 
of getting an adequate volume of busi- 
ness to give satisfactory growth to their 
A. & H. departments. “I do not think 
anyone would say that giving the 
agents less commission would stimulate 
production of business,” he remarked. 

While production is the _ principal 
problem, part of the volume building 
obstacle is the prevention of lapse and 
the collection of premiums that are not 
promptly paid. The interest of an active 
agent is the best guarantee that pre- 
ventable lapses will be prevented. The 
company which is organized to main- 
tain a high degree of direct control of 
its business with a good automatic sys- 
tem for following up delinquent pay- 
ments and lapses and where guaranteed 
renewable business is written will find 


that the unlevel commission will woy 
out well, but the principal weakness gj 
the plan is that there is not sufficiey 
reward to the agent for building UD a 
large volume, taking care of it and keep. 
ing it on the books. 
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CARL A. TIFFANY & CO, | 


CONSULTING ACTUARIES 
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Harry S. Tressel & Associates 
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INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
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MICHIGAN 


ALVIN BORCHARDT 
Consulting Actuaries 
16 West Adams, Detroit 26, Michigan 
Phone WOodward 1-9515 
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NEW YORK 
Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
11@ John Street, New York, N. Y. 
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FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
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BOWLES, ANDREWS & 
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Consulting Actuaries 
Employee Benefit Plans 
RICHMOND e 


ATLANTA 














er 17, 19% 
—_—_—. 

will w 
eakness ¢j 
it Sufficien, 
Iding yp, 
t and keep. 


J} 





























_| 





ELa 








lz 


YUM 





Start now with a call to your nearest Travelers Life 


Manager or General Agent. He’s ready to serve you 


at no charge. 


The Traveler § INSURANCE COMPANY 


Hartford, Connecticut 























THE CIDER MILL 





Everything looked the same and yet everything might have been so different... 


OMETIMES, on crisp fall days, you can 
S notice the sweet, ri¢h smell of russet 
apples a good hundred yards before you 
come to Bailey’s Cider Mill down on the 
Old County Road. It drifts out of the 
presses and hangs low over the ground and 
reminds you of Halloween and Thanks- 
giving and all of the good things of autumn 
rolled into one. 


It reminded Harry Mason, driving back 
from a business trip toa neighboring town, 
of all those things and something more— 
that it would be a wonderful idea to take 
home some apples and a jug of Bailey’s 
famous cider. 


A few moments later he eased his car 
off the road and puiled to a stop at the 
side of the mill. It was the first time he 
had been there for some years, and after 
he got out of his car he stood and looked 
around him for a moment, refreshing his 
memory and trying to see if there were 
any signs of change. 


Everything looked the same. The mill 


was as he had always remembered it. The 
apple orchards looked full and orderly as 
they always had. And the old Bailey 
homestead still sat on top of the knoll, 
tranquil among the giant elms that sur- 
rounded it. 


Harry Mason nodded thoughtfully. The 
whole place had an air of peace and per- 
manence—and that was good. It was good 
because that was what Tom Bailey had 
worked for and planned for right up to the 
time of his death. Peace and permanence. 
Security for his wife Nora and for his 
son Roger. 


Tom Bailey had had a taste of insecurity 
in his own younger days, Harry remem- 
bered. His father had left the orchards and 
the mill to him so burdened with debts 
and mortgages and taxes that for several 
years it was touch and go whether Tom 
could keep the place at all. It took a lot of 
work—with a little luck thrown in—for 
him to get “out from under” and put the 
orchards on a paying basis. 





Harry glanced up again at the old house 
on the hill, recalling how he and Tom 
Bailey had sat there evenings making 
plans so the Baileys’ security would not be 
jeopardized again. Enough life insurance 
to pay for help to keep the place running 
without digging into Nora’s income from 
it. A separate New York Life policy for 
Roger’s schooling. Some extra life insur- 
ance to take care of estate taxes and other 
obligations that might otherwise cause 
some of the land to be sold.... 


Yes, Harry thought, the old mill had 
an air of peace and permanence—and that 
was good. It was the thing Tom Bailey 
had sought for his family ... and the thing 
Harry, as a New York Life agent, had 
helped others build for theirs. Harry 
smiled a little to himself as he turned and 
walked around to the broad doorway at 
the front of the mill. 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 
Naturally, names used in this story are fictitious, 











